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Love and protection 
go hand in hand! 


This Great-West Life poster appearing in 60 cities and towns in the United States and 
Canada during 1954 is a reminder of the first responsibility of life insurance— 
to provide security and protection for that most important of institutions—the family. 
Designed for the support of Great-West Life representatives, the message “Love and protection 
go hand in hand” will be seen and understood by millions of people. 
Thus, the sales efforts of Great-West Life representatives throughout the United States and 


Canada are assisted and stimulated by outdoor advertising. 
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Beware THE SHORTCUTS—and beware the jobs 
that appear to be shortcuts to success. Flashy starting 
wages are sometimes hard to resist, but watch out—there 
may be a dead end just ahead. 

Good reason to look beyond initial frills to what the 
future holds. Good reason to look to The Union Central 
Life Insurance Company, where the future holds unlimited 
opportunities for men with ambition and ability. From the 
very Outset, a career with The Union Central offers job 
security and every assurance for real success—and provides 
you with a choice of Lifetime Income Contract or Guaran- 
teed Renewal Contract. 

A large percentage of The Union Central representatives 
earn $10,000 or more per year. Many earn annual incomes 
in excess of $25,000—and some actually earn more than 
$100,000 a year! Even the new men have an average sale 
better than three times the national average of men in all 


other insurance companies. What’s more, the Company 
extends liberal retirement and pension plans to all repre- 
sentatives. 

In addition, consider The Union Central’s other major 
career benefits. Choice of your own job location. Thorough, 
effective training. Unlimited opportunities for steady ad- 
vancement. Wide variety of research-tested selling aids. 
Job security that does not rely on current business condi- 
tions. And scientific aptitude testing that helps you deter- 
mine if the job is best for you. 

Yes, for a career that has no dead end, look to The 
Union Central—with its policies that take care of every 
life insurance need from birth to age 70. Drop us a line 
and we'll be glad to arrange an interview at one of our 
local offices near you. 


THE UNION CENTRAL LIFE INSURANCE COMPANY 
CINCINNATI 2, OHIO 
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SIXTH in a series designed to be of service to men contemplating a life insurance career. These advertisements appear in WOMDR 
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Panel Listed for 
MDRT Hour at 
NALU Meeting 


WQMDRT, Women’s Unit 
of NALU Plan Joint Event 
for the Preceding Day 


} The “Million Dollar Profiles” panel 

inthe Million Dollar Round Table hour 
| to be presented Thursday morning, 
| Sept. 23, at the second general session 
' of the annual convention at Boston of 
National Assn. of Life Underwriters, 
will have as principals O. Alfred Gran- 
um, Northwestern Mutual, Amery, 
Wis, and C. H. Killen, New York 
Lifes San Antonio. They will be in- 
troduced by William T. Earls, general 
agent for Mutual Benefit Life, Cin- 
tinati, and past chairman of MDRT. 
G. Nolan Bearden, New England 
Mutual, Beverly Hills, Cal. 1954 
MDRT chairman, said the panel topic 
is aimed to appeal particularly to the 
average life insurance agent. Each 
speaker will discuss his own simple 
| selling technique in the course of the 
session. 





Mr. Killen qualified for MDRT in 
his first year in the business. He led 
his company in production in 1953, 
having written in excess of $3 million 
on 335 lives. In his years of qualifica- 
tion he has averaged more than $2 
million per year. Mr. Granum first 
qualified for MDRT in 1952. Most of 
his clients are young business and 
professional men. 

Members of MDRT executive com- 
mittee who will be on the platform 
during the hour, in addition to Messrs. 
Bearden and Earls, are Chairman- 
elect George B. Byrnes, Equitable So- 
ciety, Pasadena; Vice-chairman-elect 
Arthur F. Priebe, Penn Mutual, 
Rockford, Ill.; and John Kellam, Na- 
tional Life of Vermont, New Canaan, 
Conn. 

The Women’s Quarter Million Dollar 
Round Table and women’s committee 
of NALU will hold their joint luncheon 
Wednesday, Sept. 22. Presiding will be 
Matilda M. Wells, Prudential, Detroit, 
WQMDRT chairman, and Alberta M. 
Light, National Life of Vermont, De- 
toit, women’s committee chairman. 


Speakers will be Mrs. Thelma Dav- 
enport, Northwestern Mutual, Wash- 
ington, D. C.; Mrs. Margaret F. Lewis, 
Jefferson Standard Life, Moorhead, 
Miss; Mrs. Helen M. Millett, Penn 
Mutual, Minneapolis, and Mrs. Mar- 
garet A. Willour, New York Life, Okla- 
homa City. 

Moderator will be Florence McCon- 
nell, John Hancock, Peoria, joint 
WQMDRT-women’s committee pro- 
gfam chairman, and arrangements are 
being handled by Lillian L. Joseph, 
Home Life, New York City. 

Mrs. Marion Wilson, Aetna Life, 
Shreveport, and Miss Helen V. McCoy, 
}Stte Mutual, Detroit, hospitality com- 
{lttee chairmen of WQMDRT and the 
NALU women’s committee, respective- 





Life Sales Set 
New July Record; 
So Does Ordinary 


Last month was the biggest July on 
record in sales of life insurance, 
LIAMA reports. The figure, $3,154,- 
000,000, was up 8%. 

A July record also was set for or- 
dinary with $2,003,000,000, up 2%. In- 
dustrial, $520 million, was up 2%, and 
new group, $631 million, was up 43%. 
This represents new groups set up and 
does not include additions under group 
insurance contracts already in force. 

Sales for the first seven months were 
$21,548,000,000, up 3%. Ordinary, ac- 
counting for $14,286,000,000, was up 
4%, industrial, $3,851,000,000, was up 
1%, and new group was $3,410,000,000, 
up 2%. 


Early Details Given 
for ALC Chicago 
Annual Oct. 5-8 


The scheduling of general and the 
various section sessions for the annual 
meeting of American Life Convention 
at Chicago Oct. 5-8 has been an- 
nounced by Ralph R. Lounsbury, 
president of Bankers National Life and 
of ALC. 

The legal and agency sections will 
meet Tuesday, the following day there 
will be a general session in the morn- 
ing, a combination companies section 
luncheon, and in the afternoon an ex- 
ecutive session. A general session is 
planned for Thursday and on Friday 
the financial section will meet. 

The annual dinner dance will be 
held Thursday evening. 

Presiding at the section gatherings 
will be Ray B. Lucas, Kansas City Life, 
legal; Charles W. Arnold, Kansas City 
Life, agency; W. J. Williams, Western 
& Southern Life, combination compan- 
ies, and George T. Conklin, Jr., Guar- 
dian Life, financial. 








ly, are handling plans for welcoming 
and entertainment of the women 
agents. Hospitality headquarters will 
be in the Statler hotel. 

The women’s committee this year 
has planned a “Dutch” dinner Tues- 
day, Sept. 21, with Miss Elaine L. Cole, 
Columbian National, Boston, as hos- 
tess and mistress of ceremonies. 

The Sept. 21 program planned by 
WQMDRT was reported in last week’s 
issue. 
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Stirs Speculation 

NEW YORK—References in Time 
and Life to life insurance proceeds as 
being exempt from federal estate tax 
under the new internal revenue code 
sent many puzzled life insurance 
agents to the tax experts to learn if 
there was something in the bill they 
hadn’t heard about. They found, how- 
ever, that it was just the removal of 
the premium payment test that was 
referred to and that the Time-Life 
statements were not quite complete, 
since they failed to mention the little 
matter of gift tax liability on the cash 
value of insurance turned over to a 
spouse and on money given to her to 
pay premiums with. 

As a practical matter, none but the 
fairly well heeled are affected by the 
change, since the man who makes use 
of the estate tax marital deduction has 
an effective estate tax exclusion of 
$120,000, which drops to $60,000 only 
if he fails to avail himself of the mar- 
ital deduction. Assuming the $120,000 
exclusion, he can give his wife $66,000 
in cash values and/or premiums with- 
out gift tax liability, provided he has 
not used up any of his $30,000 life- 
time gift tax exemption nor his cur- 
rent $3,000 yearly exclusion. 

This would not reduce his wife’s 
$30,000 lifetime gift-tax exemption. 
For example, if he gave $66,000 to his 
wife there would be a gift tax marital 
deduction of $33,000. His lifetime gift 
tax exemption would take care of $30,- 
000 of the non-exempt $33,000 and the 
annual $3,000 exclusion would offset 
the remainder. 

A man in this same set of circum- 
stances could also give away, without 
gift tax liability, $66,000 to one of his 
children—or anybody else, for that 
matter—since it could be regarded as 
a joint gift of husband and wife even 
though she contributed nothing toward 
it. However, this would use up her 
lifetime gift tax exemption and also 
her annual $3,000 exclusion for that 
year. They could also give away as 
premiums or policy values up to $6,- 
000 a year to any number of other 
persons—assuming no other gifts to 
these same persons during the year. 

The donor can retain no incident of 
ownership, except that the policy may 
revert to him after the deaths of the 
named beneficiaries provided there 
was, as of the day before his death, 
less than one chance in 20 of such re- 
version taking place. This is more 
liberal treatment of incidents of own- 
ership than prevailed before the pay- 
ment of premiums test went into ef- 
fect early in the 1940s. 








Late News Bulletins... 








ABA Insurance Section Elects Mansfield 
Walter A. Mansfield of Detroit was elected chairman of the insurance section 
of American Bar Assn. at its annual gathering this week in Chicago, one of the 
best attended ever. He succeeds George E. Beechwood of Philadelphia who was 
named to the house of delegates of the bar association. 
Named Ist vice-chairman was W. P. McDonald of Memphis and H. Beale Rol- 
(CONTINUED ON PAGE 20) 
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SS Status Welcomed 
as Fog-Dispellers 


Add to Work of Companies 
But Put All Hands on a 
Uniform Basis Nationwide 


WASHINGTON—Several bother- 
some points about the status of life 
agents as respects the social security 
tax have been cleared up by two new 
rulings from the internal revenue serv- 
ice. These were briefly referred to in 
a late news bulletin in last week’s is- 
sue of THE NATIONAL UNDERWRITER. 
The bureau of old age and survivors 
insurance concurs in the rulings. 

The rulings, which provide a new 
definition of a “full-time life insurance 
salesman” were issued by the IRS fol- 
lowing more than three years of study 
and conferences between its officials 
and representatives of American Life 
Convention and Life Insurance Assn. 
of America. 

Under the new rulings, the deter- 
mination as to whether life insurance 
selling is the agent’s principal business 
activity is to be made in accordance 
with the agreement and clear con- 
templation of the agent and the com- 
pany he represents. That is, short of 
an obvious distortion of facts, an agent 
is a “full-time life insurance salesman” 
if he and his company agree that that 
is what he is. 

@ oe oe 

There is no “hours” test under which 
an agent with other incidental em- 
ployment would have to keep a rec- 
ord of time spent on each job so as to 
determine his status. This solution 
was advanced by the government: at 
one time but was found to be im- 
practicable. 

Also settled is the status of an 
agent who sells not only life insurance 
and annuity contracts but also A&H 
for the same company. The new rul- 
ings expressly include in the defini- 
tion of a “full-time life insurance 
salesman” those agents who sell A&H 
for the company they represent for 
life and annuity business. 

Part-time salesmen are also de- 
fined by one of the rulings in terms 
of the nature of the agreement and 
understanding between company and 
agent. If it is mutually understood 
that the agent is a part-time salesman, 
then the salesman is ruled not to be 
an “employe” within the meaning of 
the federal insurance contributions 
act. Insurance commissions paid to 
him are held to be subject to the self- 
employment tax. 

The internal revenue service has 
clarified the status of renewal com- 
missions of full-time salesmen. These 
are deemed to be compensation for 
the original sale of the policy and 
are subject to taxes under the federal 
insurance contributions act when they 
are paid. By interpretation of the rul- 
ings, if renewal commissions are to be 
regarded as compensation for addition- 
al service performed.by the agent 

(CONTINUED ON PAGE 20) 
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Life Companies Could Top Mutual Funds 
by Using Equity Annuity, Says Manager 


Close Follower of Competitive Situation Believes 
General Public Should Be Offered What Faculty Members 
Can Now Get Through Teachers 1&A Program 


By ROBERT B. MITCHELL 
If the public is as anxious to tie investment return to the dollar’s purchasing 
power as the rising mutual-fund sales figures seem to indicate, there would 
be a real market for a package, sold by life companies, combining equity in- 
vestments with the life-income feature of insurance and annuities. 
That is the view of a leading agency manager of one of the largest life com- 
panies who has followed closely the problems generated by mushrooming mu- 


tual-fund sales activity and who has 
been exclusively in the life insurance 
business in the home office and field 
for many years. His feeling is that if 
the public really wants the equity 
principle the life companies can pro- 
vide it more economically—because of 
a single acquisition cost—and most 
important of all, can offer the life in- 
come feature for the investor who re- 
tires and for his family should he die 
before retiring. In New York state it 
would require a change in the insur- 
ance law to permit a company to sell 
such a package to the general public. 
But the change in the law would only 
mean allowing the public in general 
to buy what members of college facul- 
ties can buy now from Teacher In- 
surance & Annuity and its affiliate, 
College Retirement Equities Fund. 

A bill to permit the setting up of a 
company to issue the CREF type of 
variable annuity to members of the 
public passed the New York legisla- 
ture this year but was killed by Gov- 
ernor Dewey. It was opposed by the 
New York State Assn. of Life Under- 





What do YOU think about the 
idea advanced in this article? The 
National Underwriter would like to 
hear from its readers and will print 
those letters, fully or in part, that 
seem best to typify the various view- 
points about this proposal. If you 
prefer to have your name withheld, 
we'll respect your wishes. Write to 
the editor, 99 John street, New York 
38, N. Y. 





writers, mainly on the ground that 
the public might be misled by the 
word “annuity” in this connection and 
fail to understand that no dollar guar- 
antee would be involved as in the 
conventional annuity. 

The long-range question of compe- 
tition from mutual funds is much more 
fundamental than the immediate mat- 
ter of whether life companies should 
or should not sell group life insurance 
to guarantee completion of installment 
purchase plans for investing in mu- 
tual fund shares, according to the 
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agency manager. He is strongly op- 
posed to life companies’ sale of such 
insurance but his feeling is that if the 
public wants this kind of insured pur- 
chase plan it is going to get it, even if 
the mutual funds have to set up their 
own insurers. His answer is for the 
life companies to go the mutual funds 
one better. 

If the life companies were to offer 
such a package there would be no 
duplication of sales effort and sales 
cost, he pointed out. Today, it takes 
two deals to buy a life insurance pro- 
tection program and invest in mutual 
fund shares—and even so, there is 
no way to combine the life-income fea- 
ture with the equity investment pro- 
gram as there would be if the College 
Retirement Equities Fund type of plan 
were available to the general public. 

It should be noted that the CREF 
principle does not involve raising the 
statutory limit on the percentage of 
common stocks that a life company 
may own. That would be a dubious 
course, anyway, because of the unde- 
sirable fluctuations in surplus that 
can occur when a company owns any 
large percentage of equities. Under the 
CREF plan, the income to be paid to 
the annuitant is his equitable share in 
the earnings of a fund that is affili- 
ated with but not guaranteed by the 
parent life insurer. 

It cannot become insolvent because 
its guarantees are not in dollars but 
in the right to participate in the fund’s 
income. The CREF people have found 
by study of the behavior of the stock 
market and the dollar’s purchasing 
power over the years that a 50-50 in- 
vestment in equities and in conven- 
tional, dollar-guarantee annuities re- 
sults in an annuity yield that keeps 
step the most closely with the rise and 
fall in the purchasing power of the 
dollar. 


He believes the agent who could 
offer a plan embodying the equity an- 
nuity principle plus the conventional 
annuity would have something that 
would not only meet the mutual funds’ 
competition but would have obvious- 
ly overwhelming advantages from the 
buyer’s point of view. 

There are doubtless many life in- 
surance men who would regard any 
such combination, even though sold 
by a life company, undesirable be- 
cause of being less conservative than 
what the public is accustomed to ex- 
pect from the life insurance business. 
The answer offered for that one is 
that it isn’t the number of dollars that 
the annuitant or the beneficiary gets 
that is important—it’s what can be 
bought with them. An investment that 
comes as near as possible to paying 
back the same kind of dollars as were 
paid in is what most people would 
like to have as the basis for their fi- 
nancial security. 


Johnson to Appear 
on Television Program 
About Life Insurance 


Holgar J. Johnson, president of In- 
stitute of Life Insurance, will be the 
featured speaker on the “Better Liv- 
ing Television Theatre” Sunday, Aug. 
22, from 10:30 to 11 p.m. EDT on sta- 
tion WABD, New York, when this dra- 
matized documentary series turns to 
life insurance and its contributions to 
the American way of life. 

This program is one of a 19-week 
series being televised over the Du- 
mont network. It will be shown na- 
tion-wide at dates to be announced in 
the near future. 


Agenda for NFC 
Ailantic City Rally 
Is Shaping Up 


List General Session 


Speakers; Sections 
Are Readying Programs 





_— 


Plenary session speakers for the 
annual meeting of National Fraterna} 
Congress, as well as scheduling of the 
various section and association gath- 
erings, have been announced. The 
meeting will be held at Haddon Hal 
in Atlantic City Sept. 27-30, preceded 
by a meeting of the executive com. 
mittee Sunday. 

Addressing the general sessions, at 
which NFC president Lendon 4, 
Knight, Royal Neighbors, will pre- 





side, will be Eugene M. Thore, genera} 
counsel of Life Insurance Assn. of 
America, on Thursday, and Charles 
Rozmarak, president of Polish National 
Alliance, and Alden Palmer, chairman 
of Insurance R.&R., on Wednesday. Mr. 
Thore will talk on “The Impact of 
Federal Trends on the Insurance Busi- 
ness” and Mr. Rozmarak on “Fratern- 
al Benefit Societies are a Potent Back- 
door in Combatting Communism”. The 
speaker at the banquet Wednesday 
evening will be Cameron Ralston, a 
professional lecturer. 

Rounding out the general sessions 
will be Mr. Knight’s presidential re- 
port and that of Foster F. Farrell, 
secretary-treasurer-manager, as well 
as various committee reports. 

Monday morning Fraternal Field 
Managers Assn., with President Louis 
E. Probst, Independent Order of For- 
esters, presiding, will meet, as will 
Fraternal Investment’ Assn.,_ with 
President William Zuehlke, Jr., Aid 
Assn. for Lutherans, in charge. 

Section meetings scheduled the sec- 
ond day, each presided over by its 
president, are: Law, Frank H. Lee, 
Women’s Benefit Assn.;_ secretaries, 
R. Gordon Pope, Equitable Reserve;| 
presidents, Alan Brown, Woodmen of 
the World, Denver; medical, Dr. Jane 
W. McMullen, Royal Neighbors; press. 
Mrs. Lorraine Dart, Ladies Catholic 
Benevolent Assn., and state congress- 
es, Richard W. Johnson, Maccabees. 

The second day, Fraternal Actuarial 
Assn. will meet, with President Daniel 
D. Macken, Woodmen of the World, 
Omaha, presiding, and there will be 
an NFC past presidents luncheon pre- 
sided over by Ernest R. Demming, Sr., 
Unity Life & Accident, immediate past 
NFC president. Fraternal Youth Coun- 
selors Assn. will hold a_ breakfast 
meeting Wednesday, with its president, 
Louise Patrick, Supreme Forest Wood- 
men Circle, in the chair. 

There will be a panel presentation 
on “The Collection of Premium Pay- 
ments” at the secretaries session, the 
participants being Margaret Walker, 
Royal Neighbors; Dorothy H. Need- 
ham, Women’s Benefit Assn.; Florence 
H. Jensen, Woodmen Circle; W. ©. 
Braden, Woodmen of the World, and 
Herbert Voecks, Aid Assn. for Luth- 
erans. A talk will also be given by 
Robert H. Platt, Modern Woodmen, 02 
“Combatting the Problem of Delin- 
quent Premium.” 

Outside speaker at the investment 
association session will be Adolf 4. 
Berle, Jr., a practicing attorney and 
law school professor and a former as- 
sistant Secretary of State. 
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Assn. of : 
d Charles Clarksville, Tennessee, June 11, 1954 
pre nte Mr. Francis J. O’Brien, Vice President 
esday. Mr} Franklin Life Insurance Company 
Impact of Springfield, Illinois 
pos Busi- Dear Mr. O’Brien: 
ae I would like to express my happiness in my most enjoyable and 
ism”. whe lucrative connection with the Friendly Franklin. 
Vednesday It has enabled me to increase my earnings above and beyond my 
Ralston, a highest expectations in a relatively short time. Having had no 
; previous life insurance experience prior to signing my Franklin 
1 sessions contract 16 months ago, I am sure of making in excess of $10,000 
~“ 4 during the present calendar year. This seems like the answer to a 
; gin small town country lad’s fanciest dreams when I pause to re- 
‘ member my earnings as a $3,000 a year Tennessee High School 
nal Field Teacher. 
lent Louis I realize that a great deal of my success is due to the Franklin 
Z g y 
r of For- Exclusives ...the PPIP; the JISP; the GLA and the Home Pro- 
» as will tector. Also due a large share of credit for my modest attainments 
— yee is the entire Franklin Family. They have been unfailingly co- 
"ial : operative and friendly in our business relations. I was advised by 
5 i ei Manager Wilson Summar before I began carrying the Franklin 
er by its colors that our Company was one of the most friendly and pro- 
HL. Lee, gressive life insurance companies in the nation. I not only wish 
acretaries, to add my affirmative testimony to Wilson’s but also would like 
Reserve; | to attest to the heart and soul of our Company...since I have 
og of seen the appearance of so many sales aids for the field man. 
high In closing I wish to re-emphasize my grateful thanks for the 
Catholic golden opportunity I have of serving my Community so well and 
congress- at the same time of providing my wife and four children with the 
cabees. necessities and some of the extras incidental to a gracious pattern 
Actuarial of living. 
nt Daniel Cordially, 
e World, 
> will be Arnold Nelson 
1e0N pre- 
SS An agent cannot long travel at a faster gait than the company he represents 
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sion, the CHAS. E. BECKER, PRESIDENT SPRINGFIELD, ILLINOIS 
Walker, DISTINGUISHED SERVICE SINCE 1884 
1. Need- The largest legal reserve stock life insurance company in the U.S. devoted 
— exclusively to the underwriting of Ordinary and Annuity plans 
srld, ‘and Over a Billion Six Hundred Million Dollars of Insurance in Force 
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AT RIO RALLY 


5 Million Jobs Stem 
from Life Company 
Investing: Johnson 


Life insurance funds have become 
so important a source of capital for 
business that they are said to be in- 
directly responsible for about five 
million jobs, said Holgar J. Johnson, 





president of Institute of life insurance, 
at the hemispheric insurance confer- 
ence at Rio de Janeiro. 

This shift toward institutional sav- 
ings as a source of capital has a four- 
fold significance, said Mr. Johnson: 

l. Institutional savings represent a 
more stable source of capital funds, 
less responsive than the individual 
investor to fluctuations in general con- 
ditions and better able to adjust to 
emergency conditions. 

2. They bring about wider participa- 
tion in business ownership, even 
though indirect. 
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3. They develop the means for a 
closer relationship between business 
and capital sources, a condition impor- 
tant to the development of capital for 
new needs. 

4. They carry the pride and incen- 
tive of capital investment to many 
millions of persons who would other- 
wise be unable to participate. 

Mr. Johnson gave a comprehensive 
review of life insurance trends in re- 
cent years, stressing particularly the 
role of agents and companies in pro- 
moting thrift and thereby providing 
capital for business expansion, which 
produces greater prosperity and in 
turn greater opportunities for thrift. 


Lincoln Nat‘! Life 
Hits Billion Mark 


Lincoln National Life has entered 
the nation’s “Billion Dollar Club”, pass- 
ing this mark in assets at the end of 
July, according to President Walter 
O. Menge. 

Lincoln National earned its billion 
dollar ranking in less than 50 years. 
Organized in 1905, the company 
reached the quarter billion of assets 
mark in 1945, half-billion in 1951 and 
three-quarters in 1953. Considerable 
impetus was given to the growth of the 
company’s assets Jan. 1, 1953, when 
more than $300 million of former Re- 
liance Life assets were merged with 
those of Lincoln National. 








Fla. Attorney General 
Clarifies Premium Tax 


A foreign insurer authorized to 
write life and A&H, but authorized in 
Florida to write only life, must, before 
renewal of its certificate of authority, 
pay a 2% premium receipts tax com- 
puted not only on life premiums paid 
by Florida residents but also on A&H 
premiums paid in the state by persons 
who became residents after purchasing 
the policies, according to an opinion 
given by the attorney general to Insur- 
ance Commissioner Larson. 


Gibraltar Names Smith 
Hawaii General Agent 


Gibraltar Life has promoted Donald 
E. Smith to gener- 
al agent for Ha- 
waii, with head- 
quarters in Hono- 
lulu. He succeeds 
Howard A. Reyn- 
olds who resigned 
to devote his time 
to real estate ac- 
tivities. 

Before joining 
the company at 
Honolulu about a 
year ago, Mr. 
Smith served as a 
sales manager for 
two different com- 


Donald E. Smith 


panies in Hawaii. 





Myer Agency Volume 
Leader of Mutual Life 


Myer agency (New York) of Mutual 
Life of New York led the company’s 
100 agencies in the U.S. and Canada in 
volume and number of policies sold 
during the first seven months. The 
agency was also leader in volume and 
policies sold in July. 

Meehan agency, Boston, took second 
place in volume for the first seven 
months and the Wilbur K. Hood agen- 
cy at Portland, Ore., was third. 

Kay R. Hodgkinson’s agency, San 
Diego, was second in number of poli- 
cies for the seven months and for July 
and third for both periods was held by 
Grand Rapids agency, managed by 
Charles E. Brown. Persons agency, 
Chicago, was second and Arthur W. 
Olson agency, Miami, was third in 


volume for July. 

Jacob W. Shoul of Meehan agency 
Boston, ranked first in production and 
Reid M. Mitchell of San Diego wags 
first in paid applications the first 
seven months. Sam S. Herwitz of Cjn.! 
cinnati and Jacques Barr of Chicago 
placed second and third in production, 


James L. Feder of Durning agency,) |; 


New York, and Guy L. Meister of San. 
Diego were second and third in paid. 
applications. g 





e Wisconsin Life Insurance Leader. 
Round Table will open its new seaso 
with a morning meeting at the Mil- 
waukee University Club, Sept. 24, fo}- 
lowed by a luncheon and a group at- 
tendance at the Milwaukee Braves ys 
St. Louis Cardinals baseball game. — 





THE COMPANY 
BY THE GOLDEN GATE 






te ve Dowe a quality 





job in a quality market 
...the West Coast...with 








working conditions ideal 
the year around...a great 
place to build a life 


insurance career! 


WEST COAST 


INSURANCE LIFE COMPANY 


HOME OFFICE » SAN FRANCISCO 


HARRY J. STEWART + PRESIDENT 





General Agents and Agents 
HAVE YOUR MONEY 
ON YOUR 
VESTED RENEWALS NOW 


@ For additional working capital 
. . . for expansion 

© To pay off indebtedness .. . 
protect your credit 

@ To buy or remodel your home 

@ To take advantage of today’s in- 
vestment opportunities 

@ Loans made at bank interest rates 


PLEASE CALL OR WRITE FOR PROMPT, 
CONFIDENTIAL SERVICE... 


John H. Weber, president 


RENEWAL GUARANTY CORP. 


628 U. S. National Bank Bldg. 
Denver, Colorado * Phone Alpine 5-7360 


Service Guide . 


Valuable Paper Wallets 


One or a Thousand 
Weite for Brochure 
J. M. NEWMAN 
2328 N. Henderson Dallas, Lasse! 
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Here's More on Equitable Society Adjustable Policy 


The appended tables give additional 
gata on Equitable Society’s new ad- 
iystable premium policy, which went 
into effect Aug. 2 and marks the com- 
pany’S entry into the “special policy” 
jeld. 
= advertise the new policy Equi- 
table is planning a million-dollar 
campaign during the next 12 months 
in newspapers, spot radio, and gen- 
eral, business and farm magazines. 

The company’s aim was to develop 
qa plan of permanent insurance pro- 
fection with low gross premiums and 
low net cost, but containing an ele- 
ment of flexibility whereby insured 
at a later point in his life could elect 
ip have his policy become paid-up or 
mature as an endowment at a specified 
date without losing the financial ben- 
efit of the special basis of issue. 

The policy is available on both a 
gandard and substandard basis to all 

ifying lives. A medical examina- 
tin is required. As the ordinary life 
is being withdrawn for face 
amounts of $10,000 or more, ordinary 
life for $10,000 on the non-medical 
pasis no longer will be available. 


The policy is available for issue ages 
0 to 70 inclusive (15 to 65 for sub- 
standard risks rated B, C, D or E, 
and 15 to 60 for substandard risks rat- 
ed F or G). Because of statutory limi- 
tations it is not available in New York 
state at issue ages under 10, but the 
return premium ordinary life plan 
will continue to be available there at 
those ages, up to the maximum amount 
limits applicable to the issue age. 

The new policy will carry a first- 
year commission rate of 55% (52% for 
issue ages over 55) for the 10th edition 
A agreement, the same rate as is al- 
lowed under series 95 ordinary life 
policies. The second and third year 
10th edition A commission rates will 
be 10% and 8% respectively, with 
commission rates after the third year 
equal to the ordinary life commission 
rates. 

Here is a comparison of the adjust- 
able policy (original premium con- 
tinued throughout) with ordinary life, 
on the basis of average annual net 
cost if surrendered at the end of 20 
years. The figures below and all those 
following are based on 1954 dividend 
illustrations: 

At issue age 25 average annual net 

cost will be minus $13.20, ordinary 
life $6.20; at age 35 cost will be minus 
$1.60, ordinary $19.70; at age 45 the 
figures are $43.90 and $68.20, and at 
age 55 they are $139.20 and $169.40. 
If the additional indemnity benefit 
is included in the policy, the figures 
should be increased by 25 cents for 
each $1,000 of additional indemnity 
benefit during the period of such cov- 
erage, 


The accompanying illustrative ter- 
mination dividends apply to the ad- 
justable whole life policy only. They 
ate only applicable where a policy in 
force for 20 years or longer is termin- 
ated by a lump sum payment of the 
tash surrender value or endowment 
maturity value, and provided that the 
policy is not in force under a nonfor- 
feiture provision for extended term or 
teduced paid-up insurance. The illus- 
trative termination dividend depends 
Upon the issue age, and is the same for 
all duration of 20 years or longer. 

At issue age 0 the termination divi- 


ADJUSTABLE WHOLE LIFE—$1000 
Original Premium Continued 
1954 Dividend Illustrations—Figures Not Guaranteed 





































































































dend per $1,000 is $8.75; at age 10 it 


coverage at substantially lower cost 


is $11.25; at age 20 it is $13.75; at for face amounts of $10,000 or more. 


ages 25-45 it is $15; at age 50 it is 
$17.50, and at ages 55-70 it is $20. 

An adjustable policy will be offered 
in lieu of the ordinary life plan in the 
case of pending applications for an 
ordinary life plan of $10,000 or more. 
Policyholders owning the ordinary 
life plan may convert it to the new 
policy as of the net premium due date 
after Aug. 2. While there will be no 
adjustment in premiums falling due 
prior to Aug. 2, the policyholder will 
be offered a change on the first premi- 
um due date after Aug. 2, to the in- 
creased amount of the adjustable pol- 
icy corresponding to the original or- 
dinary life premium, or alternatively, 
a change for the original face amount 
with a reduction in premium. 

While a change to the new policy 
will be offered to series 95 ordinary 
life policy holders with face amount 
of $10,000 or over, in recognition of 
the knowledge for some months of the 
development of the special policy, no 
change will be permitted in the case 
of policies of series prior to 95 (except 
for certain changes from term insur- 
ance). 


In order to make the new policy 
available in connection with “assured 
home ownership” applications involv- 
ing mortgage loans of at least $8,000, 
the company will permit the issuance 
oi a $10,000 policy to cover an AHO 
loan of at least $8,000 but less than 
$10,000. 

With the adoption of the new policy 
the company is also withdrawing the 
double protection to age 65 policy for 
new issues. The latter has had a very 
limited market (less than one-twenti- 
eth of 1% of the number of policies 
paid for in 1953). If it were to con- 
tinue the policy, the company declares, 
the volume would shrink further as 
it would be necessary to restrict its 
issue to policies of small amounts, in- 
asmuch as the new policy provides 


Changes permitted by the company 
from permanent plans (other than 


20 Year Summary Years to Pay-up 20 Year Summary Years to Pay-up 
or Mature by or Mature by 
Age Total | Average | Averace tate A Total | A A seshaiches The dividend ac 
Os ge 0 e \veraze ati 
at_} Annual | Total {Average} Div'd. |Ann. Net/Ann. Net at | Annual | Total |Average| Div’d. |Ann. Net| Ann. Net lati in th 
Issue |Premium| Div'ds.| Div'd.*| Add’s. | Outlay t** | Pay-up | Mature | | Issue |Premium] Div'ds.| Div'd.*| Add’s. | Outlay | Cost** | Pay-up | Mature cumulations in the 
O* | $11.21 [$61.58 | $3.08 | $208 | $8.13] $1.14] 33 52 3S | $23.41 [$89.47 |3 4.47] $152 | $18.94] $ .16°] 30 37 table, left, and the 
1s | 11.18 | €0.7 04} 201] 8.14 69} 33 52 36 | 24.18 | 90.79 | 4.54] 151] 19.64 09} 29 36 figures based on 
2*} 11.21 | 59.93 | 3.00] 197] 8.21 40] 33 51 37 | 25.00 | 92.20] 4.61} 152] 20.39 39 | 29 36 
3*] 11.29 | $8.97 | 2.95] 188) 8.34] 22] 33 51 38 | 25.85 | 93.30] 4.66] 152] 21.19] 74] 29 36 them, are computed 
4°] 11.41 | 58.24] 2.91] 183] 8.50 06 | 33 51 39 | 26.75 | 94.37 | 4.72] 152] 22.03] 1.13] 29 35 on an accumulation 
5*] 11.55 | 57.65 | 2.88| 175] 8.67 038] 33 50 40 | 27.70] 95.49] 4.77] 150] 22.93] 1.58] 2 3 3 
Ge] 11.71 | 57.21 | 2.86} 171] 8.85] 16] 33 50 a1 | 28:70 | 96:51 | 4:83 | 148 | 23:87 | oor] 28 3 rate of 24% pe 
few leel tel is] se) Sy 8 | 8 1] a] Balsa] ie) is) ee] ee) |e | year—the | guaran 
: % ; . : " ; , 9 9) 3.22] 28 33 i 
9*| 12:26 | 56.60 | 2.83] 157] 9:43] yee] 33 49 44 | 32.04 [102.23 | 5:11] 149] 26:93] 3:78] 28 | 33 teed accumubation 
10 | 12.48 | 56.97] 2.85] 155] 9.63 558] 33 48 45 | 33.28 105.85] 5.29] 154] 27.99] 4.39] 27 32 rate of 2% plus ° 
mm | 12.71 | 57:40] 2:87] 153] 9.84] se] 33 48 46 | 34.58 109.66 | 5.48| 158] 29.10] 5.02] 27 31 1954 excess interest 
12 | 12.96 | 58.05} 2.90] 151} 10.06 688] 33 48 47 | 35.96 |114.01 | 5.70] 161] 30.26| 5.71] 27 31 dividend rat f 
13 3.22 | 58.75 | 2.94] 149] 10.28 728] 33 47 48 | 37.42 1118.73 | 5.94] 164] 31.48] 6.41] 26 30 e 0 
14 | 13.50 | 59.60} 2.98] 150] 10.52 if 33 47 49 | 38.96 |123.66| 6.18] 169] 32.78|- 7.23] 26 30 three-quarters of 
15 | 13.78 | 60.35} 3.02] 148] 10.76 86m] 32 46 50 | 40.60 |129.10] 6.45] 176] 34.15] 8.12] 26 29 1%. “Original pre- 
16 | 14.08 | 61.35 | 3.07] 147] 11.08 928] 32 46 51 | 42.32 1134.57 | 6.73 | 180] 35.59] 9:09] 25 29 : nae se 
7 | 14-30) o2-s8) 3.12] Maz} 127 | sel Be | as 2 | 44-15 [140.62 | 7-03) 84] 37.12] 10.19] 25 | 28 ee. Cone 
7 49) 3.17 5: 038] 32 5 a : +35 73} 11.33] 24 28 i 
19 | 15.05 | 64.67} 3.23] 146] 11.82] 1.218] 32 44 54 | 48.14 [154.15] 7.71| 196] 40.43] 12.56] 24 27 paige fires —— 
20 | 15.41] 66.09 | 3.20] 148] 12.11] 1.198] 32 44 55 | 50.31 |161.75| 8.09] 204] 42.22] 13.92] 24 27 h h iginal 
a1 | 15.78] 67.40) 3.37) is! iat) dye 32 | 4s $6 | 52.67 |171-20 | 8.56] 215] 48-1} 15.36] 23 | 28 that the origina 
17 | 68.9 , 2.7 24 7 | 55.17 |181.52 | 9.08] 226] 46.09] 16.94] 2: i i in- 
23 | 16.58 | 70.47 | 3.52] 148] 13.06] 1.278] 32 43 58 | 57.82 |192.77 | 9:64 | 235} 48.13| 18.63 32 2 premium is contin 
24 J 17.01 | 72.03 | 3.60] 150) 13.41] 1.28] 31 42 59 | 60.63 |205.02 | 10.25} 249} 50.38} 20.43] 22 24 ued rather than be- 
25 } 17.46 | 73.62] 3.68} 150] 13.78] 1.32] 31 42 60 | 63.62 |218.51 | 10.93} 263] 52.69| 22.29} 21 24 ing increased under 
26 | 17.941 75.26! 3.77] 151] 14.17] 1.298) 31 4i 61 | 66.79 |232.86 | 11.64} 27 15] 24. 2 i 
27 | 18.43 | 76.86 | 3.84] 150] 14.59] 1.268] 31 41 62 } 70.16 247.92 | 12.40 $3 or76 26-71 20 2 an option to make 
28 | 18.96 | 78.64| 3.93] 152] 15.03] 1.298] 31 40 63 | 73.75 |263.62 | 13.18 | 309 | 60.57 | 29.17] 20 22 it paid up or to ma- 
29 | 19.50] 80.15| 4.01] 151] 15.49] 1.16%] 31 40 64 | 77.56 |279.34 | 13.97 | 327] 63.59] 31.84] 19 21 ture as an endow- 
30 } 20.08 | 81.89} 4.09] 151] 15.99] 1.06 30 39 65 | 81.63 |295.50 | 14.77] 343 | 66.86] 34.81] 19 21 
31 | 20.68 | 83.49} 4.17] 152} 16.51 948] 30 39 66 | 85.95 |311.72 | 15.59 | 356] 70.36] 38.01) 19 20 ment. 
32 | 21.31 | 85.01] 4.25] 152] 17.06 %) 30 38 67 | 90.56 |328.66 | 16.43} 373] 74.13 | 41.48] 18 20 
33 | 21.98 | 86.63] 4.33] 152 | 17.65 608} 30 38 68 | 95.47 1346.34] 17.32 | 389] 78.15] 45.20] 18 19 
34 | 22.68 | 88.13] 4.41] 152] 18.27 43%] 30 37 69 | 100.70 |365.03 | 18.25] 410] 82.45] 49.25] 17 19 
* Not available in New York State at this age. 70 | 106.29 |385.10 | 19.25 | 430] 87.04] 53.59] 17 1§ 
The above figures apply to standard policies without features. *Equals one- 
twentieth of the suin of the dividends for years 2-20. **If surrendered after 
allowing for a surrender dividend ding to the 1954 Scale, (See page 3.) 
"Figures in italics indicate the average annual net cost is negative. 


series 95 ordinary life) to the new 
policy include: 
Series 95 modified five—whole life 
(CONTINUED ON PAGE 17) 





UNUSUAL OPPORTUNITY 











PUBLIC 





your permission. 


Benjamin N. Woodson, CLU 
President 














in the field of... 


SALES PROMOTION, 
ADVERTISING, and 


AMERICAN GENERAL LIFE INSURANCE COMPANY 
P.O. BOX 1931 
HOUSTON, TEXAS 








RELATIONS 


This well established, highly regarded Texas Company, now in its 
thirtieth year and now doing more than $50,000,000 of annual new busi- 
ness, has an opening for a Director of Advertising and Sales Promotion. 


The man who will qualify for this job is probably between twenty-five 
and thirty-five, and has had experience along these lines. He may be the 
top sales promotion man in a smaller company, or a second man in a 
larger company. Just possibly he is in Agency or Sales or Training work, 
rather than Sales Promotion, but has a flair and a liking for advertising 
and editorial work. In any case, he is imaginative, enthusiastic, and 
ambitious for larger horizons than are now available to him. He is a man 
who can sell himself to the exceptionally strong and able Agency force 
with which he will work, and who can pull his weight as a member of 
an outstanding crew of officers and department heads in the Home Office. 


If you feel you are the man, please write us. Every reply 
to this advertisement will be carefully read personally by 
the undersigned officers of the Company, and will be 
acknowledged. Your confidence will be respected, and we 
will communicate with no one but yourself except with 


Ford Munnerlyn 
Vice President and Agency Director 
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Provident L.4A. Has 
10-Year Step-Rate 
Plan for Non-Can 


A new premium plan under which 
rates are stepped up every 10 years has 
been announced by Provident Life & 
Accident for noncancellable A&H. The 
rate charge in any 10-year period is 
only the amount required to afford the 
insurance during that period, but the 
insured has the guaranteed right to 
continue the coverage during future 
premium periods at the rate required 
to carry it in those periods. The pre- 
miums required to keep the insurance 
in force from date of issue to the time 
it expires are clearly set forth in the 
policy at issuance. 

Under the level premium plan cur- 
rently used in writing noncancellable 
cover, considerable excess premium 
must be collected at the younger ages 
over the amount necessary actually to 
afford the coverage in such age groups. 
This has the effect of increasing the 
premium beyond the ability of many 


good prospects who want guaranteed 
disability cover. 

Provident is offering all its regular 
coverages, both long term and short, on 
the new decennial step rate basis and, 
for those who prefer it, the same cover- 
ages will be available on a level pre- 
mium basis. 





lowa Life Announces Changes 

Iowa Life has recently added new 
additional optional mode of settlement 
endorsement, premium deposit agree- 
ment and a schedule of dividends on 
paid-up insurance. The endorsement 
provides for a joint and two-thirds to 
survivor monthly life income. The new 
advance premium deposit agreement 
incorporates a higher rate of interest 
(2%% instead of 2%) and a more 
liberal withdrawal provision. The 
schedule of dividends on paid-up in- 
surance is new. The company has pre- 
viously paid no dividends on paid-up 
insurance. 


N. W. Mutual Sets July Record 

July sales of Northwestern Mutual 
Life were $46,130,000, an increase of 
1.7% over the previous high set in 
1953. The seven-month total of $316,- 
770,000 is a 2.2% gain over the top 
record made last year. 
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without the 
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Puerto RicOce. 


An actual case from the Pilot field force. 





































5,000 miles away. 


Bilel Le Insurance Company 


PILOT TO PROTECTION FOR OVER FIFTY YEARS ¢ O. F. STAFFORD, President ¢ GREENSBORO, WN. C. 








VIESER IN CHARGE 


New Finance Setup 
at Mutual Benefit 


Mutual Benefit Life has created a 
treasurer’s department within the in- 
vestment division 
and has elected 
Milford A. Vieser, 
vice-president in 
charge of the city 
investment depart- 
ment since 1949, as 
financial vice- 
president in charge 
of the investment 
division with jur- 
isdiction over the 
bond, city invest- 
ment, farm invest- 
ment and treasur- 





Milford A. Vieser 


er’s departments. 

Robert B. Howe, 2nd vice-president 
since 1950, has been advanced to treas- 
urer with general supervision of the 
treasurer’s, cashier’s and buildings de- 
partments. 

In the bond investment department 
William L. Phillips, treasurer since 
1949, was elected vice-president and 
manager; Gordon Boyd, formerly as- 
sistant treasurer, was appointed 2nd 
vice-president and associate manager; 
Donald E. Hagemann assistant treas- 
urer and manager of municipal and 
railroad securities, and Arthur R. 
Lautz assistant treasurer and manager 
of industrial securities. Edward S. 
Fishwick will continue as assistant 
treasurer and utility securities mana- 
ger. In the city investment depart- 
ment Paul A. Nalen, 2nd vice-president 
since 1947, was named vice-president 
and manager; Robert E. Smith was 
promoted from city mortgage manager 










fPeinsurance 


THERE IS NEVER A TIME 


when Reinsurance isn’t 
a useful and profitable 
underwriting adjunct. 


We are ready to explore 
with any Underwriter his 
practical needs in this 
field, with the certainty 
that there are ways for us 
to serve his Company and 
promote its progress. 


KANSAS CITY 
NEW YORK CHICAGO SAN FRANCISCO 


to 2nd vice-president and associate 
manager, and Phillip Heller and 9 
C. Post, formerly city mortgage Man. 
agers, became assistant treasurers, 
The farm investment department 
will move to Ames, Ia., later in the 
year. It will be headed by Vice-pres. 
ident Ira S. Hoddinott. Changes in the 
department include Jacob C. Neff aq. 
vanced from manager of the farm loan 
branch office at Ames to 2nd vice. 


president and associate manager; A). 
fred P. Stempel named assistant sec. 


retary, and Joseph N. Maxwell, Clay- 


ton Mahaffey and Howard E. Nickey) + 


named associate managers. 


Mr. Vieser entered the business with 
the New Jersey insurance department, 


joined City Mortgage Guaranty of. 


Newark in 1924, serving as assistant 


secretary-treasurer, and became sec. 
retary-treasurer of Franklin Mortgage | 


& Title in 1926, becoming executive 
vice-president in 1931. In 1942 he 
joined Mutual Benefit as assistant 
treasurer and became 2nd vice-presj- 


dent in 1947. He is chairman of the’ 


joint committee on housing and mort- 
gage lending of American Life Con- 
vention and Life Insurance Assn. 

Mr. Howe joined the company in 
1931 in the farm investment division, 
He was appointed a supervisor in the 
department in 1942. In 1944 he became 
assistant treasurer and associate man- 
ager of the farm investment depart- 
ment. 

Mr. Phillips went with the company 
in 1935 in the finance department and 
was elected assistant treasurer in 1946, 
Prior to joining Mutual Benefit in 1948 
Mr. Howe had been executive vice- 
president and title officer of Lawyers 
Title Guaranty of New Jersey. Mr. Na- 
len entered the life insurance mort- 
gage loan field in 1933 and in 1942 
joined Mutual Benefit. 
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lists ‘Lucky 13’ Changes in Tax Law 
Most Useful to Agent in Seeking Sales 


NEW YORK—Saul Lesser, assistant for a valuable consideration, the pro- 


sunsel of United States Life, has se- 
ected what he 
calls the “lucky” 
13 "changes made 
by the new rev- 
enue act that he 
nsiders as offer- 
ing the best sales 
opportunities for 
ife agents. 

“it has truly 
peen said that as 
a result of a new 
tax law there are 





Saul Lesser 


experts,” Mr. Les- 
gt writes in a 


pulletin to U. S. Life agents. “The game 
is the same, but the rules have been 


changed and everyone, lawyer, ac- 
countant, taxpayer, 
and even the so-called tax expert will 
have to study the new rules in order 
to play the game properly. 

Mr. Lesser’s “lucky 13” points are 
these: 

1. The premium payment rule. The 
dd premium payment rule is out. As a 
result of the new law, it no longer will 
make any difference who pays the 
premiums on a life insurance policy. 
The proceeds of life insurance will now 
be taxable in the decedent’s estate 
only if the decedent retained incidents 
of ownership at his death or the pro- 
ceeds are payable to his estate. 

2. The transfer for valuable consider- 
ation rule. Under the old law where a 
life insurance policy was transferred 
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ceeds were taxable income to the ex- 
tent that they exceeded the cost to the 
holder. The new law, instead of abol- 
ishing this rule, has made it inappli- 
cable if the life insurance proceeds are 
paid under policies which are trans- 
ferred for legitimate business reasons 
rather than for speculative purposes. 
Thus, from now on, where the trans- 
fer is to the insured or to his partner 
or partnership or to a corporation of 
which he is an officer or shareholder, 
there will be no income tax on the 
death proceeds. 

3. Exchange of insurance policies. 
Under the previous law, where one 
insurance policy was exchanged for 
another, the excess of the value of 
the policy received over the premiums 
paid for the exchanged policy, if any, 
was taxable income. The new bill has 
permitted three types of exchanges 
which will be tax free, the new policy 
taking the basis of the old: (1) a life 


insurance policy for another life in- 
surance policy or for an endowment or 
annuity policy, (2) an endowment pol- 
icy for another endowment policy or 
an annuity policy which provides for 
payments beginning not later than was 
provided in the old contract, (3) an 
annuity policy for another annuity pol- 
icy. 

4. Life insurance proceeds paid un- 
der settlement options. Here is the first 
change which might be called unfavor- 
able from a life insurance point of 
view. Under the old law installment 
payments of life insurance proceeds, 
with the exception of the interest-only 
option, were exempt from income tax. 
The new law has removed this exemp- 
tion insofar as the interest element in 
settlement options is concerned. Hence- 
forth, the interest element under an 
annuity option or under a guaranteed 
installment option will be income tax- 
able with one exception. If the bene- 
ficiary is the surviving spouse of the 
insured, the interest element, up to 
$1,000 a year, is not taxable income. 
This exclusion is not afforded any ben- 
eficiary other than the surviving spouse 
of the insured. 

5. Deduction of interest on indebt- 
edness incurred to purchase insurance. 


Under present law no interest deduc- 
tion is allowed for indebtedness in- 
curred to purchase a single-premium 
life insurance or endowment policy. 
The single-premium policy is one 
which is paid up substantially within 
four years from the date the policy 
is purchased. The new bill would ex- 
tend the denial of an interest deduc- 
tion to annuity contracts purchased 
after March 1, 1954. The new bill will 
also close the loophole presently ex- 
isting where the purchaser borrows an 
amount equivalent to a single premium 
but instead of purchasing the policy 
outright, deposits the borrowed funds 
with the insurance company for pay- 
ment of future premiums. Under the 
new law, if an amount is deposited 
with the insurance company for pay- 
ment of a substantial number of fu- 
ture premiums, the policy will be 
treated as a single premium policy 
and no interest deduction will be al- 
lowed on an indebtedness incurred to 
purchase such a policy. 

6. Annuity income. The old 3% an- 
nuity rule is out. The new law will 
spread the tax-free portion of annuity 
income over the annuitant’s lifetime. 
The exclusion will equal the cost of 

(CONTINUED ON PAGE 13) 
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An Even Lower Cost, More Flexible 
Mortgage Redemption Plan 


LNL’s new Mortgage Redemption Plan of- 
fers many advantages to clients and agents 
alike. A rider that can be added to almost 
any basic contract, this new mortgage plan is 


The 


a flexible package which can cover two or 
more needs. Its low cost is the result of level 
premiums which are payable for only 80% 
of the rider’s protection period. And three- 
fourths of the plan’s initial protection can be 
provided by the low-cost rider. 

This highly flexible, low cost, multiple 
purpose Mortgage Redemption package is 
another reason for our proud claim that LNL 


is geared to help its field men. 


Lincoln National 
Life Insurance Company 
Fort Wayne, Indiana 


Its Name Indicates 
Its Character 
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LINCOLN ANSWERS AGENTS plight of the widow whose husband Tet iT 7 greatest gains. At the start of 1954 two. 
planned his life insurance estate in Contradiction in thirds of all annuities in force =a 





Varying Dollar Value 
Makes Farm Bureau 
Plan Needed Hedge 


Murray D. Lincoln, president of Ohio 
Farm Bureau Life and its affiliate, 
Mutual Income Foundation, said this 
week the company’s plan to sell life 
insurance, mutual investment certifi- 
cates and retirement income in combi- 
nation “has a better chance of provid- 
ing more constant purchasing power 
of retirement dollars than ‘fixed-dol- 
lar’ investments.” 

Replying to attacks on such plans by 
New York City Life Underwriters 
Assn., Mr. Lincoln explained that “our 
approach is simply that people of mod- 
est resources and income should have 
an opportunity in their investment and 
retirement planning to hedge against 
loss by decline in dollar purchasing 
power.” 

He asked the agents to consider the 


1925 in terms of 1925 income and 1925 
dollars, became noninsurable in 1939, 
and died in 1947. 

Mr. Lincoln explained his company 
is underwriting insurance on an in- 
dividual policy basis as an independent 
supplement to periodic payment in- 
vestments in certificates of the Mutual 
Income Foundation. 

The plan is being offered by com- 
pany agents only in Connecticut at 
this time, he said, but if successful it 
will probably be offered in other states 
next year. 

“Our program,” he said, “bears no 
relation to investment fund plans 
which require that payments remain- 
ing unpaid at the time of death shall 
immediately become due and payable 
to the investment fund as an obliga- 
tion of the estate and that the group 
insurance proceeds shall be used to 
satisfy this obligation. 

On the contrary, Mr. Lincoln said, 
proceeds of the Farm Bureau policies 
will be paid to beneficiaries, not to 
Mutual Income Foundation. 


Referring to a question by Harry K. 
(CONTINUED ON PAGE 18) 








y 
tribute to the entire organization for the fine 
effort it has made to make life insurance 
the splendid vocation that it is. 








The Onourance Business Can Be 
A “Family” Affair 


That’s the way it worked out for 
Bill and his two sons, Charles 
and Bill, jr. 


Bill joined Kansas City Life ’way 
back in 1926 in an eastern city, 


est member of the family turned 
out to be quite a marksman. 


When Bill, jr., joined the Com- 
pany in 1950, he too qualified 
for membership in the President’s 


Article Explained 

Inadvertent omission of nine words 
from the article by Edward Stone in 
last week’s issue gave the impression 
that Mr. Stone, who is economic con- 
sultant of Institute of Life Insurance, 
was saying the exact opposite of what 
he intended. The paragraph in which 
the words were omitted should have 
read: 

“Here, then, is what the situation 
adds up to: the proportion of income 
being spent for security purposes by 
persons in the $3,000 to $7,500 income 
range is relatively small, while the 
proportion spent for housing is rela- 
tively large. In between is the amount 
being spent to pay off installment 
debts.” 


See $1,400,000,000 in 


Paid-for Annuities in ‘54 


By the end of this year, Institute 
of Life Insurance reports, American 
families probably will have nearly 
$1,400,000,000 of annual annuity in- 
come on which all premium payments 
have been made. Of this aggregate, 
$400 million will be income currently 
paid and nearly $1 billion will be in- 
come to begin at some future date. 

At the start of this year 4,536,000 
individual annuity contracts were in 
force, representing current and even- 
tual annuity income of $1,672,000 an- 
nually. Of these 83% were fully paid 
for, the income additions in 1953 to the 
paid-for annuities being the largest in 
any single year. At the start of this 
year, 873,000 were entirely paid for 
and were providing $374 million of an- 
nual income for owners; at the same 
time 2,890,000 were fully paid for but 
provide for annuity income to begin 
at some future date. These amounted 
to $871 million annually. 

Group annuities have 





shown the 


of the group type. They numbered 9. 
986,000 and represented $934 million 


of annual annuity income; 2,863,000 of | 


these had accumulated fully paid-for 
units, providing $883 million of cur- 
rent or deferred annual annuity jn. 
come. The number of group annuities 
in force has more than doubled in the 
past seven years, and is now 13 times 
those outstanding in 1953. 


U. S. Life Gains 50% 








in First Half Year 


NEW YORK—UwUnited States Lite! 
showed a 50% increase in new paidg.| 


for ordinary and group life in the first 
six months. Total sales exceeded $99 


million, while individual A&H pre. | 


miums earned during the period set a 
new company record. Insurance jn 


force at June 30 was more than $560) 


million. 


U. S. Life’s recent entry into Massa-/ 


4 





chusetts, Maine, New Hampshire and_ yates wo 


West Virginia brings to 28 the number 
of states in which it operates. 





Big July tor Manhattan Life Unit 


A 96% gain in sales was registered 
in July over the same month in 1953 
by the midwestern division of Man- 
hattan Life, headed by Harry J. Nelson, 
superintendent of agencies. For the 
first seven months, the division con- 
sisting of Illinois, Michigan, and Ohic 
is 30% ahead of sales for the same 1953 
period. 








Connecticut Mut'l Names McCouri 


Connecticut Mutual Life has ap- 
pointed Arthur E. McCourt to head its 
brokerage department in the Robert B. 
Whittmore agency in Boston. Mr. Mc- 
Court, an army veteran, was an agent 
for four years with State Mutual Life, 
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Charles was his oldest boy, and Club in his first year. Until Bill, pany field representatives are 
in 1945 when it was time for him sr., died in August of last year, among the most successful in the to adequat 
to choose a career, he decided to he and his two boys formed what industry! eens, said 
follow in his father’s footsteps. was probably the most successful . “On mat 
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Representative and Family P New York 


Club. During the next five years, 
Bill and Charles set quite a rec- 
ord for Bill, jr., to shoot at—but 
when the time came, the young- 


Company’s leader in average size 
sales ... and Bill, jr., is keeping 
up the family traditions by qual- 
ifying for his fourth consecutive 


3. Disability Benefits 
4. Pension Plans 


3% Modern & Unexcelled Sales 
Aids 
%& A Proven Direct Mail Plan 


which it ele 
8) does eve 
Company is 


year. Att %& A Modern and Liberal say that it 
with no Compensation Contract partment t} 
Expense to Representative which is ¢ 
The fine traditions of the Kansas City Life Insur- that in Ae 


ance Company, founded in 1895, have been car- 
ried on from generation to generation, and the 
Company has grown to its present size with more 
than one billion dollars of life insurance now in 


ance depart 
other states 
Not say the 
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For information Address 
CHARLES J. MESMAN 
Superintendent of Agencies 


force. It is the work of all the members of the 

President’s Club—whom we honor here—that has regulatory | 
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President 
EDWARD G. SIMMONS 


its citizens.’ 
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and Ohic} There would be more excuse for 


same 1953} New York to extend its regulatory a - - . 
powers on a national scale if there among the top thirty in the United States to improve 
were not in existence “such an effec- 

McCouri tive organization as the National Assn. b) be 
of Insurance Commissioners,” said its ranking last year. 


has ap- 
o head its| Mr. Anderson. 

Robert B.| “The action taken by the commis- 9 
. Mr. Me-| sioners following the crisis created by ‘ 7c 
; an agent] the Southeastern Underwriters deci- Not bad goimg, 1s 1té 
itual Life} sion in 1944 proved conclusively that 
——} the association is able to cope with na- 
tional problems as they arise,” he said. 
‘These national supervisory problems THE N ATION A | LIFE 
should be handled at this level rather 
than by New York or any other one 


= and Accident Insurance Company 


Some day, he added, “we may see an 


effective challenge on federal consti- : 

tutional grounds of.... New York laws Nashville, Tenn. 

which attempt to control operations of 2 . 

out-of-state insurance companies out- Edwin W. Craig Eldon Stevenson, Jr. 
side of New York. A large insurance Chairman President 


company can avoid national regulation 
by New York by organizing a New 
York subsidiary and withdrawing from 
the state, but that is a drastic remedy.” , 
The only possible justification which a a alia iit ian core i inlidias 4 
New York could offer for regulating 
pns out-of-state operations of out-of-state 
Com: insurance companies would be that 
are this regulation is necessary in order 
in the =‘ {0 adequately protect New York citi- 
eens, said Mr. Anderson. 

“On matters not relating to finan- 








A Complete Sine of Coucrage 


ure tial condition it is quite difficult to 
nce rd that New York needs to regulate 
ese out-of-state activities in order 4 Sy Ao : - 
“e to protect its citizens,” he said. “If Sipe VMiwMxance cident Y allh 


35 New York has this regulatory power 
Which it claims and which it exercises, 
80 does every other state in which the 
company is licensed. New York may 
say that it has a larger insurance de- 
partment than that of any other state, 
Which is true, or it may say privately 
that in addition it has a better insur- 
atce department (a claim which many 
other states would contest), but it can- 
tot say that adequate personnel and 
tegulatory ability give it any right to 
‘gulate in areas which do not affect 
tts citizens,” 
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COMMENT 





You Don't Buy Insurance Like Hardware 


The New York savings bank life in- 
surance system has issued a statement 
congratulating itself on having reached 
a new high of $250,227,883 in insur- 
ance in force in what it refers to as 
“the short period since 1939, when 
savings bank life insurance was first 
authorized by the legislature.” Of this 
figure $221.7 million was ordinary in- 
surance on 163,000 policies while $28.4 
million is group. 

These figures may seem fairly im- 
pressive for what, in effect, is a com- 
pany operating in a single state, until 
it is recalled that the regular life in- 
surance companies had $25,365,665,000 
in ordinary insurance and $11,753,089,- 
000 in group coverage in New York 
state as of Dec. 31, 1953. 

As a matter of fact, it is somewhat 
difficult to appraise the performance 
of the New York savings bank life 
insurance system since its authoriza- 
tion 15 years ago. A total of $250 mil- 
lion insurance in force is not to be 
sniffed at, for as of last Jan. 1 the 
New York SBLI system was the 131st 
life insurer in insurance in force as 
against 130th a year earlier. The SBLI 
spokesman holds that the system’s 
163,000 ordinary policies constitute a 
tangible demonstration “that the pub- 
lic will voluntarily go to their savings 
bank to buy life insurance, much as 
they go to the shopping center hard- 
ware store for ‘do-it-yourself’ sup- 
plies.” 

This statement, by John H. Roach, 
president of the New York Savings 


Bank Life Insurance Council, seems 
like an unfortunate analogy. The im- 
plication is that it is a dandy idea for 
the policyholder to tinker up his own 
insurance program, running down to 
the insurance department of his bank 
and buying the necessary coverages, 
with little or no advice from the clerk 
whom he deals with. In the entire 
news release on the New York SBLI 
performance there is no mention what- 
ever of service or advice giver by the 
banks’ insurance people. The obvious 
inference is that the SBLI folks con- 
sider service and such-like to be use- 
less frills. 

Savings bank life insurance, with a 
quarter-billion of insurance in force 
after 15 years and sales of about $14 
million in the first seven months of 
1954, is obviously not driving the reg- 
ular insurance men out of business. 

Yet it stands as grim reminder of 
what ought not to be allowed to spread 
to other states. True, some of that 
quarter-billion would never have been 
sold if SBLI did not exist. And, to a 
small extent, the savings banks do 
sales promotion work that motivates 
sales that otherwise would be made 
by no insurer. But, by and large, it 
seems obvious that most SBLI sales 
are still being made to buyers who 
were originally motivated by life 
agents and who would have found the 
agent’s skilled advice to be well worth 
any difference in net cost between his 
insurance and that sold in the hard- 
ware—or rather, life insurance—de- 
partment of a savings bank. 


An Insurance Man Fights Crazy Driving 


By the nature of their business, in- 
surance people are peculiarly aware 
of the growing problem of traffic 
fatalities and injuries but, like most 
other people, the typical insurance 
man feels there is little that he as an 
individual can do about it. However, 
there’s one who is doing something 
about it and getting definitely worth- 
while results. He is Sanford Peterson 
of the Twin City Insurance agency in 
Menominee, Mich. His one-man safety 
campaign described in the Ink Link 
of the American-Associated insurance 
group is simple but effective. 

Mr. Peterson jots down the license 
number of any car that he sees speed- 
ing or otherwise involved in reckless 
driving. Through police department co- 
operation he quickly obtains the own- 
er’s name and contacts him. In a typi- 
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cal case it turned out that the speeding 
driver was the owner’s son and it 
didn’t take long for papa to revoke 
the boy’s driving privileges. 

If Mr. Peterson finds the owner is a 
policyholder, he always warns that a 
second offense may mean cancellation 
of his coverage for, he says, “at no time 
will we tolerate more than two viola- 
tions by the same driver.” So far Mr. 
Peterson has not had to warn the 
same driver twice, indicating that his 
campaign is proving successful. 

“In many cases, I find that a son 
or daughter has had the automobile,” 
says Mr. Peterson. “Parents welcome 
such information and usually lose no 
time in calling their children to task 
for reckless driving.” 

The initiative and moral courage 
displayed by Mr. Peterson are, we hope, 
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a forerunner of an enlightened and 
aroused public attitude on the part of 
the public. People are genuinely con- 
cerned about the shocking increase in 
automobile accidents, deaths, and in- 
juries but few are willing to involve 
themselves in any trouble to bring 
about an improvement. They feel that 
the police should do a better job but 
the unfortunate fact is that these same 
citizens would squeal louder than a 
soft tire going around a corner if they 
were called on to pay the taxes needed 
to finance real traffic law enforce- 
ment. 

Nobody likes to be in a position of 
“telling on” somebody else but the 
automobile accident rate has gotten so 
serious that it is time for some driver 
to quit being a game little sport about 
the crazy driving that is everywhere 
in evidence. It is a favor to the cowboy 
driver himself as well as to members 
of the public who might be so unfortu- 
nate as to tangle with him, to report 
his recklessness and see that some- 
thing is done about it, either by the 
police, or by the individual citizen who 
witnesses the performance. 

It will take plenty of moral courage 
to engage in this activity, for the 
drivers who like to inflate their own 
egos by wild driving are going to 
regard anyone who reports them as 
meddlesome busybodies. Nevertheless, 
if these show-off motorists realize that 
they are being observed and reported 
even though no police car is in sight, 
they may possibly change their reck- 
less way of living before it becomes a 
reckless way of dying. 


PERSONALS 


John Ford, who has been appointed 
manager of State Mutual Life’s third 
agency at Los An- 
geles, has spent 
his entire business 
career in life in- 
surance. He most 
recently was vice- 
president and 
agency director of 
Forest Lawn Life 
of Glendale, Cal. 
He is a veteran of 
the second world 
war. The new 
agency is at 3535 
West 6th street. 














John Ford 


Eugene C. Kelly, assistant vice-pres- 
ident since 1950, marked his 25th an- 
niversary with Home Life. He has 
played a major role in developing the 
company’s conservation program and 
introducing its quality rating chart, 
which measures the probable persist- 
ency of new business. 
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Miss Angela B. Urbanik, brokerage 
technician in Connecticut General's 
John street agency in New York City, 
has_ successfully completed her ex. 
aminations to become a fellow of the 
Life Office Management Assn. Insti- 
tute. She is the first woman employe 
of the company to win this honor, 


Clifford H. Orr, general agent for 
National Life of Vermont at Phila. 
delphia, is chairman of the 1955 Heart 
Fund campaign in southeastern Penn. 
sylvania. 


L. W. Spickard, Milwaukee manager 
for Bankers Life of Iowa, was host at 
an outing near Sheboygan for agents 
in eastern Wisconsin and northern 
Michigan and their families. 


DEATHS = 


MRS. B. G. SPINDLE, mother of T. 
H. Spindle, Amicable Life manager at 
San Antonio and president of San An- 
tonio Assn. of Life Underwriters, died 
in Norfolk, Va. 


MARK M. SCHOFIELD, 66, who op- 
erated the district agency for Great 
Northern Life at Wausau, Wis., for 
many years, died at his home there 
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after a lingering illness. 


WILLIAM F. HELDSTAB, 55, gener- 
al agent at Grand Rapids, Mich., for 
General American Life, died in Blod- 
gett Memorial hospital there following 
a heart attack at his home. 


E. W. NELSON, 65, educational di- 
rector and a member of the board of 
National Mutual Benefit of Wisconsin, 
died at a Madison hospital. 











Schedule Cleveland Tax Seminar 

A tax seminar for life agents anc 
lawyers, to be sponsored this fall by 
National City Bank of Cleveland, wil 
have as speaker A. James Casner, pro- 
fessor of law at Harvard law school. 
His topic will be “Estate Planning Un- 
der the Internal Revenue Code of 
1954”. 





e In a survey just completed by Oc. 
cidental Life of California’s field pub: 
lication, “Pulse”, it was revealed tha 
more than 60 Occidental field men nov 
hold a total of 80 official positions i 
local, state, and national insuranc 
organizations. 





e William W. Cary, secretary of the 
board of trustees of Northwestern Mu- 
tual Life, and in charge of company 
public relations, was a member of é 
panel taking part in discussions a 
Kenosha, Wis., by industrial public re- 
lations representatives in the lake shore 
area. The group is affiliated with Pubj 
lic Relations Society of America. 








e Eight employes of Woodmen of th 
World home office completed LO 
examinations this year. 


Joseph H. Head, Secretary. 
John Z. Herschede, Treasurer. 
420 E. Fourth St., Cincinnati 2, Ohio. 


es 





ATLANTA 3, GA.—432 Hurt Bldg., Tel. Walnut 
$801. O. Robert Jones, Southeastern Manager. 


BOSTON 11, MASS.—207 Essex St., Rm. 421, 
Tel. Liberty 2-1402. Roy H. Lang, New Eng- 
land Manager. 

CHICAGO 4, ILL.—175 W. Jackson Blvd., Tel. 


Wabash 2-2704. O. E. Schwartz, Chicago Mgr. 
A. J. Wheeler, Resident Manager. 


ot a pe ney 2, OHIO—420 E. 
el. 
Director; 


Fourth Street, 
Parkway 2140. Chas. P. Woods, Sales 
George C. Roeding, Associate Man- 
ager; George E. Wohlgemuth, News Editor; 
Roy Rosenquist, Statistician. 

DALLAS 1, TEXAS—708 Employers Insurance 
Bldg., Tel. Prospect 1127. Alfred E. Cadis, 
Southwestern Manager. 

DETROIT 26, MICH.—607 Lafayette Bldg., 
Tel. Woodward 1-2344. A. J. Edwards, Resident 

er, 


KANSAS CITY 6, MO.—605 Columbia Bank 
Bldg., Tel. Victor 9157. William J. Gessing, 
Resident Manager. 

MINNEAPOLIS 2, MINN.—558 Northwestern 
Bank Bldg., Tel. Main 6417. Howard J. Meyer, 
Resident Manager. 

NEW YORK 38, N. Y.—99 John Street, Room 
1103, Tel. Beekman 3-3958. Ralph E. Richman, 
Vice-Pres.; J. T. Curtin, Resident Manager. 


OMAHA 2, NEBR.—610 Keeline Bldg., be 
Atlantic 3416. Clarence W. Hammel, Resided! 
Manager. 
ELPHIA 9, PA.—123 S. Broad § fl 
Room 1127, Tel. Pennypacker 5-3706. B. 
Fredrikson, Resident Manager. 
Columbia Bids 


PITTSBURGH 22, PA.—s03 
Tel. Court 1-2494. Bernerd J. Gold, Residett 


Manager. 
:: ‘CISCO 4, CAL.—Flatiron Bldg. a 
Market St., Tel. Exbrook 2-3054. F. W. 
Pacific Coast Manager. 
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brokerage | fife Company Assets 
neral’s s 
fork City,| SHOW Greatest Rise 
er ey. s 
ow of the | for 6-Month Period 
sn. Insti- | the increase in assets of all U. S. life 
1 employe surance companies in the first six 
onor. nonths of this year, nearly $2,800,000,- 
0, represented the greatest half-year 
agent for! rise since the start of the business, In- 
at Philg-! ,itute of Life Insurance reports. Total 
955 Heart! sets on June 30 were $80,891,000,000. 
orn Penn.) empared with $78,201,000,000 at the 
tart of the year and $75,403,000,000 
| me year ago. 
ymanagert AS the number of policyholders has 
7 heer at increased by 21 million during the past 
or wend gine post-war years and the average 
‘aall ymount set aside as reserve on each 
ern | : 
nlicy has risen, the aggregate assets 
—__} f all U. S. companies have nearly 
joubled, Holgar J. Johnson, institute 
president said. As a by-product of the 
gowing funds accumulated to guar- 
gntee future policy obligations, some 
————.| :38 billion have been made available 
ther of T.) in these nine years to the nation’s 
an - economy. 
ark During the first six months of 1954 
ters, died} mortgages undertaken by life compan- 
ies, largely home financing, amounted 
to $2,292,000,000, an increase of 7% 
, Who op-} over a year ago. New investment in 
for Great} ponds and stocks of U. S. corporations 
Wis., for} was down 11% to $2,226,000,000. The 
me there} geatest percentage rise in the half- 
year in new investments was shown 
35 in state, county and municipal bonds, 
ony oo the acquisition of such bonds being 
e Bled. four times the total acquired in the 
f ~ | first half of 1953. 
ollowing 
ional d-| Ftanklin Life Appoints 
board of} Randall Regional Manager 
Visconsin, Elmer R. Randall has been appointed 
aS _, regional manager 
— 4 Franklin Life. He 
peminar 4 will have head- 
ents anc 4 quarters at Reno. 
S fall by j Mr. Randall en- 
and, wil 7 tered insurance in 
ner, pro- 1945 with Equi- 
w_ school. table Society, later 
ning Un- advancing to dis- 
Code of trict manager for 
southern Utah and 
southern Nevada, 
1 by Oc- and then to man- 
ield pub: ager in Nevada. 
aled tha —_—— 
“tions i] Life Ins. Limit Affects 
nsuranc} Few ‘Oldsters’ in Wis. 
MADISON—The number of persons 
on old age assistance holding life in- 
y of the surance who were affected by a 1953 
tern Mu} act limiting their life insurance was 
rt comparatively small, according to Wis- 
ber 0 r consin state division of public assist- 
sions a) ance in a report to legislators. In 1953 
reg the legislature repealed the law allow- 
ake s m4 ing old age assistance recipients to 
‘ith Pub} hold up to $1,000 in cash surrender 
T1Cca. value of life insurance, imposing a uni- 
form rule that persons on relief could 
n of th not have more than $500 in liquid 
i LO assets, in life insurance or any other 
form. In the case of persons choosing 
to hold life insurance as against sav- 
Ings accounts, for example, the pre- 
vious law was more liberal. The new 
law has had the effect of requiring 
— some persons to surrender their life 
Policies with resultant political furor 
occuring. 
@ The director of the state program, 
| Thomas Lucas, reporting to the legisla- 
___—} ‘ve council said that he had found 
sldg., Tele Persons with life insurance holdings 
, Reside"§ of more than $500 numbered only 728, 
ad stretf OF less than 9% of the total of aged 
6. E. Persons on the relief program. About 
pia Bled %1% of the total cases, or 2,628, had 
, Resides] life insurance cash value worth less 
pide. 54) ‘han $300. 
w. bind] ~The new law, which was adopted 
after a study of the operations of the 
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aged relief program two years ago, 
gives all persons an allowance of $500 
in cash assets of which $300 must be 
assigned to the county for burial ex- 
penses. There is no distinction between 
forms of assets permitted by single 
persons or married couples receiving 
assistance. However, under the previ- 
ous law one person was permitted to 
carry up to $1,000 in insurance, with- 
out prejudice to relief eligibility, while 
another with a $1,000 in a bank ac- 
count was denied relief roll approval. 


AMA Lists Annual 
Participants, Topics, 
Dates of Seminars 


American Management Assn.’s an- 
nual workshops and orientation semi- 
nars, to be held at New York City this 
year, will cover modern corporate in- 
surance management, Sept. 27-29, Oct. 
25-27 and Dec. 13-15; preparing in- 
surance manuals and reports for insur- 
ance management, Jan. 10-12; possibil- 
ities and limitations of self-insurance, 
Jan. 10-12, and cost problems on em- 
ploye benefits, Jan. 24-26. 

Participating in the office manage- 
ment seminars will be W. Everett 
Jones, Equitable Society; Herman 
Knauss, Mutual of New York; Eugene 
Murphy, Metropolitan, and Stuart S. 
Richardson, Prudential. 

The seminars on general manage- 
ment will have on the program John F. 
Musser, Prudential, and Meyer M. 
Goldstein, executive director of Pen- 
sion Planning Co., New York City, 
among others. 

The insurance seminars will have 
these insurance buyers on the program; 
C. Henry Austin, Standard Oil of Indi- 
ana; Fred W. Greenlaw, Kaiser Alum- 
inum & Chemical Corp., Oakland; Hen- 
ry K. Lane, Marshall Field & Co., Ci. 
cago, and Joe T. Parrett, Carnatinn (". 
Los Angeles. 

Subjects for the orientation se).ainars 
will include reporting financial ifatz ++ 
top management, applying operatiors 
research to management problerns, ba- 
sics of insurance buying, administra- 
tion of the maintenance function, ad- 
ministration of the traffic function, 
practical application of setting up a 
development program for sales man- 
agement, inifiating and developing an 
office work-simplification program, de- 
veloping and administering a clerical 
work-standards program, _ establish- 
ment and appraisal of the management 
personnel development program, and 
techniques of supervisory training. 








Bostrom Makes Electronics Study 


True electronics and electronic op- 
erations will be within the reach of 
office management in the very near 
future, according to C. Andrew Bos- 
trom, research director of Bankers 
Life & Casualty, in a recent paper en- 
titled “Co-Auto-Mation.” He believes 
that it is generally accepted that the 
word “electronics” is often misused or 
misapplied in reference to many of 
the straight mechanical or automatic 
machine operations applied to office 
functions. Mr. Bostrom goes on to say 
that before “we can fully utilize elec- 
tronic machines in the future, it will 
be necessary to prepare our present 
office procedures by combined auto- 
matic operations. I call it ‘Co-Auto- 
Mation’.” 


To Build Printing Plant 


Knights of Columbus has purchased 
property in New Haven opposite its 
supreme office, which will be the site 
of a new printing plant. The plant, of 
modern industrial design, will cost 
$450,000 and the new equipment $750,- 
000. The monthly magazine, Columbia, 
will assume the format of a news mag 
azine with its first issue in the new 
plant, planned for January, 1955. 





American United Holds 
Risk Selection Seminar 


The fall session of American United 
Life’s semi-annual home office un- 
derwriters semi- 
nar, open to all 
companies, is be- 
ing held Oct. 18-22 
as a service to the 
life insurance in- 
dustry. John F. 
Munch, who re- 
cently went with 
the company as a 
senior underwrit- 
er, is seminar di- 
rector. 

The five days of 
instruction in risk 
selection constitute 
a basic training 
course for persons newly assigned to 
home office underwriting, as well as 
a familiarization course for officers 
and employes interested in underwrit- 
ing and policy issue procedure. The 
seminar is not a course for the ad- 
vanced underwriter. Standard and 
sub-standard underwriting and allied 
subjects are covered in case clinics, 
discussion periods and lectures. Those 
attending stay at the Marott hotel in 
Indianapolis, and classes are held in 





John F. Munch 


American United’s home office direct- 
ly across the street. 

In addition to Mr. Munch, principal 
speakers are Chester F. Barney, vice- 
president; Dr. John S. Pearson, medi- 
cal director; Eber M. Spence, agency 
vice-president; John B. Ulrey, chief 
underwriter; W. Mager Dixon, rein- 
surance supervisor, and Wilbur F. 
Cleaver, policy department manager. 





Opens Agency at Gary 


Ohio State Life has established an 
agency at Gary, Ind., with William E. 
Long as general agent. In the insur- 
ance business for several years, Mr. 
Long has been manager of the insur- 
ance department of the South Shore 
Building & Mortgage Co. in Gary. 





Form New Texas Life Company 
DALLAS—Organization of a new 
life insurance company to be known 
as Mid-Texas Life was authorized at 
a stockholders’ meeting of Mid-Texas 
Trust Insurance Securities Corp. Au- 
gust 7, according to Marvin E. Fowler, 
president. The company, which will be 
owned by Mid-Texas Trust will have 
$100,000 capital, $50,000 surplus. 





Lee D. Leifer has been appointed 
manager of the life and A&H depart- 
ments of the insurance agency operated 
by Pleuss Realty Co., at Manitowac, 
Wis. 


INV See 





Packaged 
Insurance 


Sells 
Faster 


(One of a series) 


THE MACCABEES 
MAJOR MEDICAL PLAN 


The Need—Nearly everyone has a basic fear that a 
serious illness or accident might bring debts that 
could take a lifetime to pay. The limited benefits 
offered by usual hospital expense plans fall far short 
of meeting this need. 


The Insurance Plan—The new Maccabees Major 
Medical Plan pays three-fourths of all eligible expenses, 
over a basic “deductible” amount, up to $5000 for each 
illness or accident requiring hospitalization. It is available 
on an individual or family basis. The family rate is 

the same regardless of the number of children. 


Sales Aids—High-powered sales ammunition produces 
qualified prospects and helps close the sale. Direct mail 
material, custom designed for this plan, is FREE to our 





agents in unlimited quantities including all postage costs. 
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@ We offer excellent opportunities for rapid 
advancement in many territories in the U. S. and Canada. 
Write to Robert 0. Shepler, Field Director, for 

complete information. 
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Two Life Insurers Pay 


in Disappearance Case 


RALEIGH—State Capital Life and 
Durham Life have made out-of-court 
settlements of suits brought by the 
widow of Haywood H. Jernigan, the 
Dunn, N. C., merchant who disap- 
peared during a hurricane in August 
1953. Claims were based on his having 
been swept from a fishing pier in 
Wrightsville Beach during the hur- 
ricane but his body was never recov- 
ered and the companies contended that 
he was still living. Amounts of the 
settlement were not disclosed. Claims 
against State Capital were $38,000 and 
against Durham Life were $30,948. 
Still pending are suits against seven 
companies. Mr. Jernigan was carrying 
$280,000 of life insurance when he dis- 
appeared. 





Lincoln National Extends 
Reinstating Period 15 Days 


Lincoln National Life has liberalized 
its procedure for reinstating policies, 
effective with premiums due Sept. 1 
and after. 

The new plan allows policyholders 
an additional 15 days beyond the 
grace period to pay premiums without 
a health certificate. They merely sign 


a new form as proof they were living 
at the time premium payment was 
made. The new form will be sent al 
policyholders, with a copy to the agent, 
who have not paid their premiums by 
the end of the grace period, even 
though the policy has a sufficient loan 
value to permit an extension. The for- 
mer reminder notice will be discon- 
tinued inasmuch as the new form will 
serve that purpose. 

Lapse notices will be sent when a 
policyholder fails to take advantage 
of the additional 15 day offer. The new 
procedure was tested in 10 company 
collection offices the past two years. 


Jack Herlich Appointed 


U. S. Life Training Director 


Jack Herlich, field supervisor at New 
York for Travelers since 1951, has 
joined U. S. Life as a training director. 
Before entering the business in 1950 
with Aetna Life at New York, Mr. Her- 
lich taught at the U. S. Merchant Ma- 
rine academy and later taught sales- 
aa at College of the City of New 

ork. 








e D. V. Carter, Great National Life 
board member and chief petroleum 
engineer for the Magnolia Petroleum 
Co., Dallas, was named to the Military 
Petroleum Advisory Board, District 3. 








qualified. 





Sixtieth Year of 


Dependable Service 


* The State Life Insurance Com- 
pany has paid $188,000,000 to Pol- 
icyowners and Beneficiaries since 
organization September 5, 1894... 
The Company also holds over $82,- 
000,000 in Assets for their benefit 
..- Policies in force number 102,500 
and Insurance in force is over $220,- 
000,000 . . . The State Life offers 
splendid agency opportunities—with 
liberal contract, and up-to-date train- 
ing and service facilities for those 


THE STATE LIFE 
INSURANCE COMPANY 


Indianapolis, Indiana 
® 


MUTUAL LEGAL RESERVE FOUNDED 1894 

















Woodward Takes A&H Post 
With Newhouse & Hawley 


Charles E. Woodward, superintend- 
ent of the A&H department for Loyalty 
group in the west- 
ern department, 
has joined New- 
house & Hawley of 
Chicago in charge 
of A&H operations. 
Newhouse & Haw- 
ley are national 
underwriting rep- 
resentatives of 
London Lloyds. 

Mr. Woodward 
started in the A&H 
field in 1928 at 
New York, andin 
1933 he joined the 
New York depart- 
ment in the liquidation division. He 
moved to Chicago in 1938 as assistant 
to the special deputy liquidator of the 
Illinois department, and in 1942 took 
over management of the A&H depart- 
ment of Eagle and Royal Indemnity in 
Chicago. In 1947 he moved to Kansas 
City with Loyalty group as special 
representative for A&H lines in 
Missouri, Kansas, Nebraska and Okla- 
homa, returning to Chicago in 1952 as 
superintendent of A&H for the mid- 
west. 

Mr. Woodward is vice-president of 
Chicago A&H Assn. 


C. E. Woodward 





American National Control 


Goes to Moody Foundation 


Under the terms of the will of the 
late W. L. Moody, founder and presi- 
dent of American National, the stock 
he owned in the company will go to 
the Moody Foundation and all income 
from the foundation will be used for 
charity. The will stipulates that the 
foundation will not sell, or otherwise 
dispose of, or in any manner, pledge, 


A _——. 
mortgage or otherwise encumber any 


American National stock. 

The major portion of Mr. Moody's 
estate, which covers a wide range gf 
industries and interests in addition to 
insurance, will go to the foundation, 

As a tribute to Mr. Moody, the com. 
pany is striving to reach the $3 billion 
insurance in force mark by December 
in advance of its golden anniversary 
next year. 








Peninsular Life Appoints 
Mrs. Mills Assistant V-P i 


3 


Mrs. Mary Redding Mills, who has 
been with Peninsular Life for 9 
years, has been named assistant vice. 
president. 





Colonial Eases Benefits | 
Under Double Indemnity 


Colonial Life has liberalized its ace. 
cident death benefit for ordinary pojj- 
cies by continuing the benefit in fy] 
force even though insured may he re. 
ceiving the disability waiver of pre- 
mium benefit under the same policy, 
by providing for the refund of an 
proportionate premium applicable to a 
period after date of termination, and 
by recognizing the result of death from 
intentional injuries as accidental death 
payable under the double indemnity 
provision. 


Added to Acacia Board 


WASHINGTON—Dr. J. Raymond B. 
Hutchinson has been elected a direc- 
tor of Acacia to fill the vacancy caused 
by death of Dr. John B. Nichols. Dr, 
Hutchinson is vice-president of Acacia | 
and has been ‘with the company since 
1930. He is a past chairman of the 
American Life Convention Medical 
Section, also secretary-treasurer of the 
Board of Life Insurance Medicine, and 
member of the executive council of 
Assn. of Life Insurance Medical Di- 
rectors. 
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whe. po 
umber any} Tyucky 13’ Changes in Tax 


'. Moody's! taw Useful to Agents 
4 range of 
.ddition ty _ (CONTINUED FROM PAGE 7) 
Indation, | the annuity divided by the life ex- 
, the com. tancy of the annuitant at the time 
$3 billion pyments begin. This exclusion will 
December | main the same throughout the life- 
nNiversary time of the annuitant. Refunds paid to 
abeneficiary at the death of an annui- 
; tant will be exempt from tax but the 
ints gnnuitant’s cost must be reduced by 
._P the anticipated refund computed in 
who kh; _ geordance with his life expectancy. 
@ for 5 In the case of joint and survivor an- 
stant vice.  quities, the cost in determining the an- 
nual exclusion is to be spread over the 
‘ mbined life expectancies of the 





petite 


its | annuitants. The life expectancies of 
- persons presently receiving annuity 
nity payments will be determined as of 


ed its ac. | January 1, 1954, and the cost in such 
nary poli- j cases to be recovered tax-free will be 
fit in full reduced by any amounts already re- 
nad bye Te- | vered tax-free under the 3% tax 
ne pene aw. The new rules for annuitants will 
of ped iso apply to installment options elec- 
cable to q | ted under a paid-up endowment con- 
ition, and tract within 60 days after the date of 
eath from the lump sum payment. 
ntal death 7, Dividends and surrender of an- 
indemnity nities. Under the new law, dividends 
_ will be fully taxable if received on 
d or after the date annuity payments 
begin. Amounts received from sur- 
ymond B, } render of an annuity policy will be 
| a direc- | taxed, as under existing law, to the 
cy caused extent that they exceed the cost, but 
the tax may be spread in three equal 
installments over the year of receipt 
n of the and the two preceding years. 

Medical 8, Estate tax on annuities. The new 
rer of the code specifically provides that the val- 
icine, and ue of the survivor’s interest in a joint 
dical Dj. , aad survivor annuity be included in 
the decedent’s estate in the proportion 
that the decedent paid for such an- 
nuity. If, therefore, a husband buys a 
joint and survivor annuity for himself 
and his wife and pays the entire pre- 
mium, at his death the entire value of 
the surviving wife’s interest will be 
included in his gross estate. Also, un- 
der the new law, an employer’s con- 
tributions for an annuity under an 
approved pension plan will not be 
considered as having been made by the 
employe in determining the estate tax- 
ability of a joint and survivor annuity 
at the death of employe. 

9. A&H policies. Under the previous 

law amounts received by employes as 
L A&H benefits were exempt from in- 
Y 








come tax if paid under a contract of 
insurance and were taxable if paid un- 
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Unity agents are equipped 
to serve every need for per- 
sonal insurance. Juvenile 
policies our specialty. 
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der a non-insured plan. The new code 
has eliminated this distinction and has 
exempted payments both from an in- 
sured and a non-insured plan, up to 
$100 a week to compensate for loss of 
wages due to accident or sickness. For 
the first week, however, such payments 
will be taxable income unless the em- 
ploye is hospitalized for at least one 
day, or his absence is due to an injury. 

10. Retirement income credit. The 
new code has brought about an en- 
tirely new retirement income credit. 
This credit is available to persons over 
65 years of age or persons under 65 
who have retired under a public re- 
tirement system. Under this provision, 
such a taxpayer may exclude from tax 
up to $1,200 of retirement income at 
the lowest tax bracket. Retirement in- 
come under this. section includes 
amounts received from pensions and 
annuities. 

11. Employe death benefits. The 
famous $5,000 exclusion from tax for 
payments by an employer to benefi- 
ciaries of a deceased employe has been 
changed. In the past, the exclusion 
could be taken only where the employ- 
er had a contractual obligation to pay 
the death benefit. Under the new law 
the exclusion may be taken as well for 
voluntary payments by an employer 
and, in addition, it has been extended 
to lump sum payments up to $5,000 ex- 
clusion for each employer. This is no 
longer the case and under the new law, 
the exclusion is limited to $5,000 for 
each employe regardless of the num- 
ber of employers. 

12. Pension plans. Although no ma- 
jor changes have been made in the 
qualification requirements for pension 
plans, the new code has eliminated a 
present discrimination by affording 
capital gains treatment to lump sum 
distributions made to employes because 
of termination of employment under 
qualified insured pension plans as well 
as under qualified trusteed plans. This 
capital gains treatment is also ex- 
tended to lump sum distributions made 
to beneficiaries of employes when the 
employe dies after retirement. 

13. Gift tax. The $3,000 annual gift 
tax exclusion does not apply to gifts 
of future interest. The new law has 
liberalized this rule by permitting this 
$3,000 annual exclusion where a gift 
of future interest is coupled with a 
present interest. Thus, the exclusion 
will apply to the gift of a life estate 
where it is coupled with a power in 
the trustee to revoke the trust in favor 
of the life tenant. Also, under the new 
law, a gift may be made to a minor 
in trust under certain circumstances 
without being considered a gift of a 
future interest. All that is required is 
that the income be used for the benefit 
of the minor and that the principal 
pass to the minor at age 21 or to his 
estate if he dies prior to age 21. 

“Do not be too concerned if any of 
the items discussed are unclear to you,” 
Mr. Lesser observed. “You are not 
alone and until such time as the gov- 
ernment clarifies these changes with 
workable regulations, many questions 
will arise as to the interpretation and 
practical effect of the new law. Never- 
theless, it is imperative for the percep- 
tive life underwriter to, at the very 
least, be aware of the avenues of tax 
law affecting his client and his product 
and himself in order to render the best 
possible service. It is submitted that 
the life underwriter who familiarizes 
himself with ‘The Lucky 13’ points 
outlined here will have taken a for- 
ward step toward educating himself 
on the changes brought about by the 
new code which must necessarily af- 
fect his very existence.” y 














Build More Volume. 
With 
Manhattan Life 
Sales Tools 


YEARLY RENEWABLE TERM issued to Age 64 
inclusive. Renewable to Age 65, then automat- 
ically becomes Ordinary Life. 


OVERWEIGHTS AND UNDERWEIGHTS ... Our 
Height and Weight Table is very liberal. 

e©@e 
SOME PLANS ISSUED TO AGE 75. 

°@- 
PROGRESSIVE JUVENILE ENDOWMENT: The dif- 
ferent juvenile policy. Ask about new Monthly 
Income feature after death of purchaser. 

e©@e 
NON-MEDICAL up to and including AGE 45, 
Limits: Ages 0-35, $10,000; Ages 36-40, 
$7,900; Ages 41-45, Incl., $5,000. 

«©@e 
ANNUITIES ... All are Participatinc. We 
offer Immediate, Deferred, Retirement and 
Temporary Types. 


WAIVER OF PREMIUM BENEFIT included with- 
out specific extra charge in all standard policy 
issues whether applicant is a man or a woman. 


Effective to Age 60. 


Ask us for a copy of 


“31 MANHATTAN LIFE 
FEATURES” 


Reinet It will bring you 
MANHATTAN up-to-date on The 

LIFE Manhattan Life’s 
FEATURES principal features. 











of NEw YorK, 
Home Office: 120 W. 57th St., New York 19, N. Y. 
JUdson 6-2370 
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Kelly Appoints McDavid 


N. C. Deputy Commissioner 


R. Lee Kelly, formerly deputy in- 
surance commissioner of South Caro- 
lina, who succeeded D. D. Murphy as 
commissioner, has appointed J. E. Mc- 
David, insurance department rate 
analyst, deputy commissioner. 

Mr. Kelly, with the commission for 
26 years and deputy commissioner for 
five, will serve until a new commis- 
sioner is elected by the general assem- 
bly to take office July 1, 1955. His 
home is in Union. 

Mr. Murphy resigned to go with the 
Coastal States Life group has public 
relations vice-president. His offices 
will be a Columbia. 





New W. P. Rates for Great-West 

Great-West Life now has new rates 
for waiver of premium disability for 
all regular and preferred risk plans. 
According to a company release, on 
male lives the new basis produces rates 
that are substantially lower for all 
ages. In the case of female lives, the 
decreases are even more substantial 
owing to the fact that the standard 
rate for females is now only 1% times 
that charged for male lives, instead of 
twice as much as was the case on the 
previous basis. 


Manutfacturer Life Has 


Education Conference 


Hal L. Nutt, director of Purdue In- 
stitute of Life Insurance Marketing, 
was the featured speaker at Manufac- 
turers Life educational conference at 
White Sulphur Springs, W. Va. More 
than 200 company representatives at- 
tended. J. H. Lithgow, president, opened 
the conference. 

The business forums were directed 
by A. Kinch and W. T. Thorpe, agency 
vice-presidents. W. D. Oberholtzer, San 
Francisco branch manager, spoke and 
Dr. R. C. Montgomery, medical offi- 
cer, headed a panel composed of doc- 
tors, actuaries and underwriters in a 
discussion of medical trends for the 
man in the field. Underwriters from 
the Calgary office gave a_ security 
graph presentation. 

The next Production Club confer- 
ence will be at Edgewater Park, Miss., 
April 16-20, 1956. 


Catastrophic Deaths Dip 


Catastrophic accidents—those killing 
five persons or more—took less than 
half the number of lives in the U. S. 
during the first six months of 1954 
than in the comparable period last 
year, and fewer than in most of the 
like periods of the last 15 years, Met- 






























































California- Western States Life 


Insurance Company 


HOME OFFICE: SACRAMENTO 





ee INSURANCE IN FORCE 


ropolitan Life statisticians report. The 
total so far this year was slightly more 
than 500. 

The greatest decreases in catastroph- 
ic deaths were in civilian aviation and 
tornadoes. The largest single catastro- 
phe this year was the flood in south- 
west Texas, which cost 23 lives. 





N. Y. Department Report 


to Legislature Is Released 


NEW YORK—tThe preliminary re- 
port of the New York insurance super- 
intendent to the 1954 legislature, dated 
March 15, 1954, has now been released 
for publication. 

One section dealt with the growth of 
private pension plans in the United 
States. In 1950 there was a total of 
12,000 such plans. By the end of 1953 
they had increased to 15,500, increasing 
from a total of 8 million persons cov- 
ered to 10.5 million, while pension 
funds increased from $12 billion to 
$17 billion. 

The 1,000 self-administered plans of 
1950 increased to 1,740 during the next 
year, or 74% increase while in the 
same period the 11,000 insured plans 
increased only to 12,260, an increase of 
11.5%. In the same year the number 
of persons covered by self-administer- 
ed plans went from 5.1 million to 6.3 
million, up 23.5%, while those covered 
by insured plans went from 2.9 mil- 
lion to 3.3 million, up 13.8%. 





Special Life Session 


Set in Controllers Meet 


A group meeting for life company 
executives will be held in conjunction 
with the annual national conference of 
Controllers Institute of America Oct. 
10-13 at Edgewater Beach hotel, Chi- 
cago. R. E. Slater, controller of John 
Hancock Mutual, will preside, assisted 
by Charles W. Saddington, Confedera- 
tion Life. 


—: 
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Pictured is the new, modern, five- 
story building at 56 West 52nd street 
purchased by the Solomon Huber 
agency of Mutual Benefit Life in 
New York City. There are offices for 
one or two-man occupancy, a lobby 
that doubles as a waiting room, and a 








conference room. Simultaneously, pur- 
chase was made of the building at 485 
West 22nd street, where the newer 
agents were installed. Both transac- 
tions were reported in the July 30 
issue. A series of house warmings will 
be held in the fall. 


Auto Death Claims Rise 


Motor vehicle fatalities accounted 
for 20,000 life insurance death claims 
in the first half of 1954 and represent- 
ed aggregate payments of $39 million, 











according to Institute of Life Insur- 
ance. This compares with 18,000 claims 
for $37 million in the first half of 
1953. The increase is due more to the 
greater number of insured than to any | 
rise in fatality rate, the institute says. 








HOME OFFICE: 
OMAHA, NEBR. 








Fiverybodys Talking About... || 
UNITED OF OMAHA’S 


It’s the plan that’s being advertised in national magazines 
reaching millions of American families. It’s the plan that 
helped United of Omaha break all records with the largest 
single day’s business in its history. For complete informa- 
tion write today to Agency Department, United of Omaha. 


lnited& 


OF OMAH 


MORE THAN A BILLION DOLLARS LIFE INSURANCE IN FORCE 











ADVERTISED IN 


CANADIAN OFFICE: 
TORONTO 
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A Reports on 
Application Blanks 


or Hiring Agents 
Asurvey of the types of application 
used in hiring agents and the 
ions asked on them has been made 
LIAMA to show the potential value 
plank has in predicting success of 

licant. 

ioe not attempt to answer the 
jem of which questions are most 
important, but merely points out how 
prevalent is the use of each type of 


on. 

Of the 52 companies which are mem- 
pers of the association, three do not use 
application blanks of any kind. 

The most prevalent questions asked 
m the applications of the other 49 com- 
panies are either the age or birth date, 

vious employment, marital status 
and residence. These four categories 
ae included on all the blanks: 92% 
sk for financial status, 90% for physi- 
gl characteristics and/or medical his- 
tory; 84% for life insurance ownership; 
2% for references; and 78% for social 
and recreational activities. 

Inquiries concerning life insurance 
glling experience are placed in a sep- 
arate category in 88% of the applica- 
tions. 





a e e 

Questions relating to level of school- 
ing attained were most often asked in 
terms of the last year completed rather 
thn whether the applicant merely at- 
tended grammar, high school or col- 
lege or whether he was graduated. 

There was considerable variation in 
the amount of detail requested about 
the applicant’s previous employment. 
Details vary also in information re- 
quested concerning dependents: 14 
companies ask only for number of chil- 
dren or dependents, and 33 companies 
want information about the dependents 
such as name, sex, age, relationship 
and condition of health. 

The financial status of the applicant 
isrequested either with a simple ques- 
tion such as approximate net worth, or 
a request for more elaborate audit of 
financial status, as value of home or 
other real estate, automobile invest- 

ments, home furnishings and other as- 

sets, the amount owed and the equity 
the applicant has in such possessions, 
also information on savings accounts 
and net cash value of life insurance. 
Some of the questionnaires go into 
monthly budgets; 36 companies ask 
about independent income, 18 inquire 
into average salary earned during the 
| past year or past three years, 14 ask 
about wife’s earnings. 








Forty-five of the companies include 
items relating to the applicant’s physi- 
cal characteristics or health and medi- 
cal history. Twelve of them seek, “What 
amount of life insurance do you car- 
ty.” The remaining 29 require more 
specific information. 

Only 63% of the companies ask ap- 
dlicants if they own an automobile; 
63% ask for specific information about 
| Wife or husband; 61% about living 
quarters and a similar amount about 
friends or relatives employed by the 
‘ompany; 53% ask about bonding; 43% 
ask concerning languages spoken or 
| Written. 

In inquiries concerning the appli- 
tants’ initial contact with the company, 





duced you to make application to the 
‘ompany” “Has your application for 
an agency been solicited by a represen- 
tative of the company, if so, by whom, 
ved if not, how did you happen to ap- 








lustrative questions are, “Who in- A 


Military service, either in detail or t 


simple inquiry, is requested by 33% of 
the companies. A similar number in- 
quire into the amount of time the ap- 
plicant expects to put in with the com- 
pany, either full or part time. Three 
blanks specify the obligation to do full- 
time work with such questions as, “Do 
you understand you must give full time 
to sell life for this company?” or “Do 
you agree to devote your full time to 
the company’s business?” 

Twenty-nine percent of the compa- 
nies ask why the applicant thinks he 
would be a success in selling life insur- 
ance. 

Categories used by fewer than 25% 
of the companies include a family rec- 
cord, social security number, voluntary 
additional information, information 
about legal difficulties or judgments 
against the applicant, shortage in ac- 
counts in the past, obtaining a license, 
subscriptions to periodicals, the atti- 
tude of the applicant’s family toward 
this type of job, information concern- 
ing discharge from previous jobs, civil 
service examinations the applicant may 
have taken, reasons for dissatisfaction 
with his present job, and using any 
other name than the applicant’s own. 
Two companies ask if the applicant has 
ever been refused a license issued by 
any public official, a few ask questions 
concerning nationality, citizenship, 
place of birth, religion, although use of 
such questions is limited by law in sev- 
eral states. 

Occasionally asked are such ques- 
tions as, “Have you ever had a driver’s 
license revoked?”, “If we employ you, 
who should be notified in case of ac- 
cident or serious illness,” “About how 
many families do you know in your 
present community,” and whether the 
applicant is willing to make a reason- 
able investment in special training for 
life insurance salesmanship. 





D. C. Blue Shield Declared 
Exempt from Insurance Law 


Medical Services, Inc., Washington, 
D. C., Blue Shield organization, has 
been declared not subject to the dis- 
trict’s insurance laws and not obli- 
gated to be licensed as an insurance 
company although it is not exempt 
from the law as is Group Hospitaliza- 
tion, Inc., Blue Cross affiliate, to which 
Medical Services furnishes medical 
and surgical benefits. 

The ruling, by D. C. Corporation 
Counsel West, was on the basis that 
the “hospitalization” which GHI is au- 
thorized by Congress to provide in- 
cludes all medical and surgical treat- 
ment. Since GHI was chartered to op- 
erate outside the insurance law, so 
should the organization furnishing its 
benefits, the ruling said. 

Commissioner Jordan has been try- 
ing to secure compliance with the 
district’s insurance law by coopera- 
tive and beneficial organizations. He 
had suggested that Medical Services 
merge with GHI so that GHI could 
furnish medical and surgical benefits 
under its own name and under its 
own exemption, but Medical Services 
refused. 


LNL Agency Hits 20-year Mark 

The Ben Simon agency of Lincoln 
National Life, Norfolk, Va., recently 
celebrated its 20th anniversary. On 
from the home office for the meeting 
and banquet program was Walter O. 
Menge, Lincoln National president, 
and Cecil F. Cross, vice-president, and 
H. Hammond, superintendent of 
agencies. 








e Twenty-one Great National Life 
representatives have completed LUTC 
courses for which they enrolled in 
1953, and 25 home office staff mem- 
bers passed recent LOMA examina- 
ions. 








why not 
expect more? 


Why not expect more from the life insurance 
business? After all, it’s the men who expect more that 
usually get more from the business. However, there is 
one catch to the problem... 

You've got to be a good man. 

Being a “good man,” first of all, means that you 
must expect a lot from yourself as a producer. Secondly, 
it means that you must be a part of an organization 
that is interested in helping you get more from the 
business. Here’s what we mean: 

When a new man meets the company standards 
at the Capitol Life, he gets better than average first 
year commissions. Along with this, he gets liberal sales 
bonuses plus his personal group life and A&S coverages. 
In addition, he receives effective sales training and 
enjoys the use of proven sales aids in selling competitive 
and exclusive contracts. But that’s not all... there’s an 
attractive company pension plan, too. This is what we 
mean when we say, “why not expect more from the 
business?” Capitol men do—and they get it! Just ask 


any Capitol Life representative. 





Agency and 

field underwriting 
opportunities 
available to men 
residing in the 

14 Western States. 


Capitol Life 
“ties. INSURANCE COMPANY 
DENVER, COLORADO 


WRITE: Thomas F. Daly Il,.Vice President and Director of Agencies. 
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LONG TERM BANK LOANS 4 
ARRANGED ON VESTED “ 
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LIFE AGENTS 
GENERAL AGENTS 





RENEWAL CONTRACTS “5 AND BROKERS 
U. C. & G. C. serves the financial needs of those engaged in the Life Insurance Business. Your 
tax problems may be simplified and savings eff d. Co di invited. 





UNDERWRITERS CREDIT & GUARANTY CORPORATION 


405 Montgomery Street, San Francisco 4, California 
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. . ents’ an P jontt 
when you Appearing in Newspaper throughout the state e zations| Sociel 
Sunday Supplement The 1955 state convention a 
oun 1 and sales « 
see The A ; ; ongress will be held April 29-3 licies: 
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it s tim e t oO t al k pitalization coverage one of the best in- pegs at Columbus, Ohio, has changeq = a” 
nah « San ae cee oe eae reserve life insurance com. *€"*S 
Sklarewitz, who worked in Pe Brin nll ne aa relicensed by the ¢ than 
with H&A Underwriters Conference in . —" 
Se: preparing his material, suggests to - 
prospective policyholders that they deal increase 
with a reputable agent or broker, talk AD S ears 
00g = neighbors who have received ben- man ject e 
efit payments from the company under mum. Limite ti0 mR Bg gy Rng: on = . 
— consideration, ask to see a specimen Friday in Chicago office—175 W. Jackson ‘ie og 
policy, understand the maximum ben- pg con ads are requested to mate = 
efits and maximum coverage periods THE NATIONAL UNDERWRITER— > ple 
and personally read and answer every rs _ 
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the insured today... every contingency of the future. oo policy holders. A great eon an oe protection 
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of MASTERPLAN—the Complete Insurance Program lle that there is a lack of oui — by Cpe: remain t 
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a N Equitabl ible'in a change to permanent insur- policies being changed on the life ex- sion holds as in the paragraph above. 
| More News on Equitable manent ne : ph _abor 
> _ Senera} , - y ance: Series 88A and prior series term ceeds $50,000) or for the original face In the case of series 95 ordinary life 
anizations Society s Adjustable P olicy 10-15 and 20; term portion of special amount. A request for retroactive or policies of $10,000 or more issued prior 
and sal (CONTINUED FROM PAGE 5) protection, special income, double pro- current date changes will be con- to Aug. 2 in continuation or conversion 
29. me icies:. These policies, with a face tection to 65 and family income term sidered, provided insured is not dis- of group insurance, an offer to change 
. 29 30 at licte ° ° A ° ° ° ° ° 
nstone of | amount of $10,000 or more, may be insurance. ; i ; abled if the policy contains waiver of to the adjustable policy will be made, 
ral chair. | changed within five years from regis- Under series 95 preliminary term in- premium benefit. but only for the face amount of the 
jer date. Exact conditions will be quot- surance for $10,000 or more to be fol- Under outstanding series 95 two year outstanding policy. For such policies 
a for each case. Evidence of insur- lowed by ordinary life, an offer willbe term insurance for $10,000 or more, to issued in conversion of term insurance 
serve sbility is necessary if waiver of prem- made, at the end of the preliminary be followed by ordinary life, an offer within the time limits specified above 
; Casualty jum penefit is involved. term period, to change to the new pol- will be made to change at the end of with respect to conversion of term, an 
1S changed | Series 95 forms with premiums high- icy for the increased amount (subject the two-year period, but the offer will offer will be made to change but only 
9: Com. 5 ot than ordinary life: The change to to evidence of insurability in the case be restricted to the original face for the face amount of the outstanding 
oo ae the new adjustable policy for policies where total present death benefit under amount. The same request and provi- policy. 


jsued after Aug. 2 for the same or 
inreased amount (minimum $10,000) 
isto be made directly in one step, sub- 
ject to the usual rules governing 
changes to a lower premium plan. 
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I the change involves an adjustment of .) 
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——__ | Conversion of term insurance (other 

LE i than preliminary term and two year x 
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sh or pay- | the following is respected: The face _ 

ider taking amount of the new policy must be at gn 

. Box A-65, || Jeast $10,000; the new policy may not : e 

W. Jackson |! hear a register date earlier than Jan. 1, Lae SAN os 

______|| 1953; the series of the new policy will _ - Ys ' 

—___ |, ie 95, therefore disallowing any fully ._ ej 

emt retroactive conversion of term insur- yi Va 1. MORE INCOME ‘ 

erected 1, || ace of an earlier series. wig | ‘ 

ye 35, with Attained age conversion: Term 5-10- 2. GREATER PRESTIGE 

oup cover || 15-20, term portion of double protec- 

writer Co,, |{ tio to 65, special income, and special 3. CAREER SATISFACTION 

llinois. protection policies may be converted 

at the attained age without evidence 

—______ | of insurability, if at least two years 

TER remain to the final attained age con- 

rs of com-| version date when the conversion is 

underwrit- 

re with ex- | | requested. 

ortunity to|/ Attained age conversions without 

ull details evidence of insurability must be re- 

writer Co. ithi i i ° 

|| quested within the following periods: ’ 

“- Five year term, within three years of Don't look any further than the first three letters of CLUE be- 

the register date; 10 year term, within cause therein lies the solution. C.L.U. stands for Chartered 

IT five years; 15 year term, within 10 " } i" ; , Piers 

ern mutual || years, and 20 year term, within 15 Life Underwriter, the designation of professional distinction. 

he gt years. Conversions for 15 and 20 year 

| recruiting |} term policies may not be made beyond 

/A3. ite || the policy anniversary nearest insured’s 

= birthday. ve en 1. An exhaustive survey of C.L.U.’s 3. The 1952 survey revealed that 94 
e maximum period for retroactive ; ' t 
il Mitatiion to the new policy is five (made in 1952) showed that the in- per cent of the C.L.U.’s queried 
yeles needs || Years for term 5 policies, and seven come of most candidates increased (covering the 25 years of American 
ney att ee ee during the time they were taking College history) have made a suc- 
ae. ie : , i at ints 
Howard io policies, subject to limitations on dating their C.L.U. studies. From the sale of cessful lifetime career of life insurance 
tii a ° ° . . . . . . 
‘os Angeles |f ad series. Family income riders are life insurance alone, the median in- sales and service, proving that C.L.U.’s 
not convertible retroactively. 9.500 in th " “ 
The new policy may contain addi- come was $9,500 in the previous year. find long-term contentment and satis- 

\BLE omg indemnity if the term policy con- Among membership of the Million faction in the life insurance profession. 

ate, desires such a provision at the date of 

r insurance |) exchange. In the case of a conversion of Dollar Round Table (1953 figures), * * 

agg a family income rider or of a term 24.7 per cent were C.L.U.’s and 15.6 . 

oup service || policy without addition indemnity, in- er cent were taking C.L ies : . 

9, The My ||surability will be required. P SA pat aemelei National Life of Vermont 
|_ Inthe case of series 95 term 5-10-15- ; 
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a ttemium if the original policy contains press by outstanding financial writers movement and is glad to donate this 

y, handling am a provision at the date of ex- and others show that C.L.U.’s enjoy advertisement to feature the benefits 

proven his |) “ange and insured is not totally and i A > 2 

ated cont permanently disabled at that date. greater prestige than the average life it offers. An ever-growing roster of 

| jer- : ze 3 - % : ae * p 
cage 4, tg ol esaiguaig: prs in the underwriter. This public recognition C.L.U.’s within the National Life field 
olicies or in the term por- : ; . 

——F in of » hota a Bap l ag po has grown out of the better service force testifies to the effectiveness of the 

an which the C.L.U. can render because Company’s long-established program 

cies || Colonial Cuts Job Ratings of his expanded perception of life in- of financial aids and prestige-building 

je company | Colonial Life has reduced the ratings surance needs i 7 

i : . incentives to encourage C.L.U. study. 
“— be of Practically its entire list of occupa- 8 7 
Ww. Jackson tional classifications. The new ratings, 
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What a Wonderful Company 
to be with! 


MY COMPANY STRESSES 
THE HUMAN ELEMENT . . . I'm like you are... I think 
my business is the most important. So you can well 
imagine the tremendous satisfaction . . . and help . 
I get because the folks at The Berkshire treat my problems 
as though they were their problems. 
It's the personal interest they take that makes this 
relationship so gratifying . . . so effective. 





Complete personal coverage in Life, Annuities, 
Accident & Health and Hospitalization. 











KEEP YOUR EYE ON 


BERKSHIRE 


LIFE INSURANCE COMPANY 


PITTSFIELD, MASS. ¢ A MUTUAL COMPANY e CHARTERED 1851 
W. RANKIN FUREY, C.L.U., President 











SEAL 1G 
fe vile TEA 


ery P oie El. ALA 


EE, RIDING HIGH. re 
or still WORKING nan? 2) 


PACIFIC NATIONAL LIFE ASSURANCE agents write 
their own retirement ticket! Don’t you be on the ¢ 
outside looking in! Call or write about PACIFIC A 
NATIONAL LIFE ASSURANCE AGENCY plans. Your 


retirement with them is non-contributory . . . deter- ¥ 
mined by your production. Interested? If so... 
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Write Kenneth W. Cring, TODAY about choice General Agency op 


PACIFIC NATIONAL LIFE ASSURANCE CO. 


411 East South Temple © Salt Lake City, Utah 
Ray H. Peterson, President © K. W. Cring, V.P. & Supt. of Agencies 
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Answers Agent Objections 


to Ohio Farm Bureau Plan 


(CONTINUED FROM PAGE 8) 
Gutmann, Mutual of New York presi- 
dent of the New York City association, 
as to whether he is “considering en- 
tering the ‘variable dollar’ field by is- 
suing ‘variable annuities’ or a ‘variable 
life or endowment’ policy,” Mr. Lin- 
coln replied in the negative, but added: 
“That question goes to the heart of the 
matter. Obviously, we are all in the 
‘variable dollar’ field. Our public posi- 
tion can be summed up in a two-word 
question, ‘Who isn’t?’ ” 

A resolution adopted by directors of 
the agents’ association expressed dis- 
appointment that “the decreasing term 
element should be insured in combi- 
nation with a medium of investment 
for which no claim of present or fu- 
ture guarantees has or can be made, 
thereby confounding the established 
and historical position of the legal re- 
serve life insurance companies in the 
minds of the purchasers of such pe- 
riodic investment plans.” 


The resolution expressed concern 
that an investment fund-insurance 
package would create competition with 
an insurer’s own agency force “by 
helping to create a virtual endowment 
contract in the hands of an aggressive 
sales competitor.” 

The resolution also opposed “the 
writing of group term insurance in 
combination with any periodic pay- 
ment investment plan on both legal 
and moral grounds, as being contrary 
to the best interest of the public and 
life insurance industry.” 


Mr. Lincoln said this position on the 
part of the agents does not face up to 
the fact that consumer prices have al~ 
most doubled since 1939 and that re- 
sponsible economists expect a con- 
tinued long-term increase. In his opin- 
ion, the life insurance business must 
find better ways to protect the pur- 
chasing power of policyholder savings 
if it is to retain the full confidence of 
the public. The Farm Bureau plan is 
one possible approach, he said. 

“The public will decide in the mar- 
ket place whether there exists a real 
demand for this opportunity as we be- 
lieve—or only an apparent demand,” 
Mr. Lincoln said. “Personally, I think 
that our own agents are going to ben- 
efit as a result of the better service 
they can render.” 


Fringe Benefits Now $720 
per Employe, Chamber Says 


Fringe benefit costs for 940 compa- 
nies reporting 1953 figures to the U.S. 
Chamber of Commerce amounted to 
$720 per employe, $76 higher than that 
obtained in a similar survey two years 
ago. More than 97% of the companies 
reported payments for employe insur- 
ance programs, with payments aver- 
aging 1.8% of payroll. Payments for 
pensions were reported by 81% of the 
companies, with average payments 
4.7% of payroll. 

Fringe payments varied widely, 
ranging from 5% to more than 55% of 
payrolls. The average was 19.2%, 36.6 
cents per payroll hour. In a majority 
of industries fringe payments were 
higher than average in the largest 
companies and lower than average in 
the smallest companies. 

Payments for 130 identical companies 
increased from 15.2% of payroll in 1947 
to 16.9% in 1949, 19.1% in 1951 and 
20.2% in 1953. 

Dr. Emerson P. Schmidt, director of 
the chamber’s economic research de- 
partment, who prepared the report, 


<<<. 


said the total cost of fringe benefits ¢, 
business possibly is somewhere be. 
tween 20 and $25 billion a year, 


LIAMA Grads at Peak 


LIAMA’s eight managers’ Schools” 
and one assistant managers’ school this) 
year produced the largest number of) 
graduates in the training program’; 
history. A tctal of 529 men were grad. 
uated this year, bringing the number 
since the beginning of the schools ty 
6,857. Members of the 1954 classes in. 
cluded 54 from Canada and five from 
countries outside North America. 
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came a Big Tree Club Top-Star in 
his first year with Pacific Mutual, 
and has maintained this distin 
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guished standing throughout a full 
decade. In California's capital city 
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he is respected as an outstanding 
life insurance man, and known as a 
dependable and popular participant 
in civic affairs. 

“Thanks to the kind of training 


Prescri 


disabilitie: 
“dread di: 
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and guidance furnished by our com- 
pany, and Pacific Mutual’s really 
versatile coverages,’ says Walter, 
“I'm able to provide the insurance 
service my clients want, and to 
sustain and enjoy the personal 
standing that comes with a firmly 
established name in rhy community.” 
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Occidental, Cal., 
Broadens Standard 
| Group Coverage 


’ schools, Occidental Life of California has 
school this) added six new coverages to benefits 
lumber of! under its standard group medical, hos- 
Program’s_ ital, and surgical policy, with four of 
vere grad-— the new coverages having been taken 
cheat from the company’s major medical 
leaned tal group plan and which may now be 
five trom written with the standard group plan. 
‘ica. Malignancy treatment benefit pro- 
vides scheduled amounts to be paid for 
the high cost treatment of cancer. All 
expenses in connection with chemo- 
therapy, irradiation, and surgical pro- 
edures are covered, in lieu of any 
yment under a standard surgical 
penefit. Reimbursement is made for 
se incurred within the date of 
the first treatment. Two schedules are 
available. 

The new prosthetic appliance ben- 
dit pays 75% of expense incurred to 
secure the original prosthetic appliance 

) made necessary by loss of a member 
while insured. No payment is made for 
eyeglasses, hearing aids, or other 
prosthetic appliances necessary as a re- 
sult of the impairment or loss of use, 
rather than the actual loss of member. 

Special nurse benefit pays 50% of 
expense incurred up to a maximum of 
§200 during any disability. The nurse 
must not be a member of the insured’s 
household or an employe of the hos- 
pital in which he is confined. 

* o e 

The physiotherapy, x-ray, andradium 
treatment benefit provides for physio- 
therapy reimbursement of $3 per day 
of treatment and up to $150 during 12 
consecutive months. For treatment by 
y-ray, radium or other radioactive 
material, the benefit pays 50% of the 
expense up to $300 during 12 consecu- 
tive months. 

Prescriptions benefit and specified 
disabilities benefit, referred to as 
“dread disease’? coverage, include re- 
imbursement up to $50 during 12 con- 
secutive months for drugs and medi- 

# cines obtainable only on the prescrip- 
tin of a physician. No payment is 
made for drugs or medicines on ac- 
count of pregnancy or patent medi- 
cines or drugs obtained or administered 
while hospitalized or confined. 

The specified disabilities benefit 
provides up to $3,000 for treatment on 
account of: brain tumor, (non-malig- 
fant neoplasm); third degree burns; 

] meningitis; tetanus; undulant 

er; encephalitis; active rheumatic 
fever; pulmonary tuberculosis; multiple 
Slerosis; and progressive muscular 
distrophy. The first diagnosis must be 
‘made while insured, and the period of 
‘Payment is two years from date of the 
treatment. Payment is in lieu of 

hy other medical expense benefits 
epitle on account of specified disabil- 
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CALIF e Life Transfers 


bon to Home Office 


Paul C. Plybon, assistant manager of 
Me Greensboro, N. C. agency of Home 
ote Life, has been 
' Mamed an agency 
field assistant in 
the home office. 
He will take part 
in many phases of 
agency manage- 
ment and training. 
Mr. Plybon join- 
ed the company in 
1950 as field un- 
derwriter. He be- 
came. assistant 
manager in 1952. 


William C. 
Bradford, dean of 
the summer ses- 
sion, Northwestern 
University, left, is 
shown with Ger- 
hard C. Krueger, 
Equitable Life of 
Iowa, Chicago, 
chairman of Iili- 
nois Assn. of Life 
Underwriters’ pub- 
lic relations and ; 2 
education commit- — 





tee with the association’s traveling display of life materials to be introduced in 


Illinois high schools. 








Life Assn. Display Gets 


First Educational Airing 


In conjunction with its recently in- 
augurated program for assuring inclu- 
sion of a course in life insurance in 
all major high schools in the state, the 
public relations and education commit- 
tee of Illinois Assn. of Life Under- 
writers, headed by Gerhard C. Krue- 
ger, Equitable of Iowa, Chicago, has 
gotten up a portable display of the ma- 
terials to be used. 

The special display board comes 
with a traveling case for easy ship- 
ping, and it is planned to use the ex- 
hibit at various meetings throughout 
the state. These include local associa- 
tions, teacher groups, mid-year meet- 
ing of the state association, etc. 

The maiden voyage of the display 
was to a recent two-week workshop on 
economic education at Lake Forest, II1., 
which was sponsored by Illinois Cur- 
riculum Program, Northwestern Uni- 
versity, Illinois Council on Economic 
Education and Joint Council on Eco- 
nomic Education. 


Union Central Names 
R. L. Altick Manager 


Robert L. Altick has been appointed 

A Portland, Ore., 
manager for Union 
Central Life. Mr. 
Altick’s 25-year 
life insurance 
background in- 
cludes sales and 
supervisory expe- 
rience. He was al- 
so an_ associate 
general agent and 
general agent in 
Los Angeles and 
most recently su- 
pervisor of Cali- 
fornia agencies for 
Standard of Ore- 


R. L. Altick 
gon. 


Nebraska U. Insurance 


Institute Names Speakers 


Four of the nine speakers who will 
appear at the University of Nebraska 
Third Biennial Insurance Institute on 
the university campus, Oct. 8-9, have 
been announced. 

Stuart F. Smith, vice-president of 
Connecticut General, and Clay 
Johnson, deputy U. S. manager of Roy- 
al-Liverpool, will speak on “New Hori- 
zons in Sales,” Mr. Smith from the 
life and A & H standpoint and Mr. 
Johnson, property and casualty. Rich- 
ard E. Vernor, manager of the fire 
prevention department, Western Actu- 
arial Bureau, will speak on the gen- 
,eral subject of loss prevention. Dr. S. 
S. Huebner of the University of Pen- 
nsylvania will talk on “Conservation 
of the Human Life Value.” 


Named by Colonial Agency 


Colonial Agency, Inc., New York 
City, has appointed A. L. Cohen man- 
ager of the life department. The agen- 
cy represents Colonial Life as general 
agent. 


e Robert E. Lee Life of Dallas has re- 
insured Certified Underwriters Mutual 
Life of that city, effective Aug. 1. 


Hermitage Health & Life 
Is Chartered at Nashville. 


Hermitage Health & Life has been 
chartered at Nashville with $500,000 
capital stock to write life and A&H 
in most southern states. President C. C. 
Bradley, who recently sold his inter- 
est as president of Eastern of Charlotte 
when that company was sold to Amer- 
ican Bankers of Waco, previously 
served as vice-president of Reserve 
Life of Dallas and before that for 12 
years was with Columbian Mutual Life 
of Memphis. E. L. Harris, vice-presi- 
dent of Hermitage, was associated 
with Mr. Bradley at Charlotte. 


Sam Houston Has New Policy 

Sam Houston Life is now issuing a 
whole life policy on a participating 
basis with one-half premium for the 
first year. 


Modern Woodmen 
Raises T.W.Cheney, 
Reappoints Others 


T. W. Cheney of Oklahoma City, 
Modern Woodmen cf America man- 
ager for Oklahoma 
for eight years 
and a member of 
the society’s board 
since last Febru- 
ary, has been 
named assistant to 
the president of 
the organization, 
effective Sept. 1. 

Mr. Cheney, who 
has continued as 
Oklahoma mana- 
ger in addition to 
his duties as a di- 
rector, will headquarter in Rock Is- 
land, assisting in formulating the na- 
tional sales program. 

Other appointive officers, as weli as 
all present state managers, were re- 
appointed by the board at the begin- 
ning of its new quadrennial term in 
July. They are: George H. McDonald, 
general counsel; Alfred S. Edler, as- 
sistant national secretary; Henry G. 
Borden, treasurer; F. J. Gadient, ac- 
tuary; Henry R. Freitag, director of 
public relations; Dr. E. A. Anderson, 
medical director; R. H. Platt, super- 
intendent of agents, and D. A. W. 


T. W. Cheney 
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Bangs, investment manager. 
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COATES, HERFURTH & 
ENGLAND 

CONSULTING ACTUARIES 

Los Angeles 


San Francisco Denver 


Harry S. Tressel & Associates 
Consulting Actuaries 


10 S. LaSalle St., Chicago 3, Illinois 
Telephone FRanklin 2-4020 


sary S. Tressel, M.A.1.A. W. P. ety 

M. Wolfman, F.S.A. A. Selwoo 

M. A. Moscovitch, A.S.A. M. Kazakoff 
Sneed L. Miler 














RON STEVER and COMPANY 
CONSULTING ACTUARIES 
EMPLOYEE BENEFIT PLANS 


H. M. Sarason, F.S.A. 
K. C. Stever, C. P.A; 


Leos Angeles and San Francisco 























CHASE CONOVER & CO. 
Consulting Actuaries 


and Certified Public Accountants 
Telephone FRanklin 2-3868 
135 S. La Salle St. Chicago 3, Ill. 

















GA.-VA.-N.Y. 


BOWLES, ANDREWS & 
TOWNE 


Consulting Actuaries 
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I Haight, Davis & Haight, Inc. 
Consulting Actuaries 
ARTHUR M. HAIGHT, President 
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Indianapolis 




















NEW YORK 











ALVIN BORCHARDT & COMPANY 


CONSULTING ACTUARIES 








AND 
#NSURANCE ACCOUNTANTS 


1027 CADILLAC TOWER, DETROIT 26, MICH. 
1106 WILLIAM OLIVER BLDG., ATLANTA, GA. 














Consulting Actuaries 
Auditors and Accountants 


Wolfe, Corcoran & Linder 
116 John Street, New York, N. Y. 
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CARL A. TIFFANY & CO. 
CONSULTING ACTUARIES 


221 West Wacker Drive 
CHICAGO 6 
Telephone FRanklin 2-2633 








FRANK M. SPEAKMAN 


CONSULTING ACTUARY 
ASSOCIATE 
E. P. Higgins 
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lins of Baltimore becomes 2nd vice-chairman. The new secretary is Welcome 

D. Pierson of Oklahoma City. Ambrose B. Kelly, general counsel of Associated 

Factory Mutuals, and Lon Hocker of St. Louis were named to the council. 
Philadelphia was selected as site for the 1955 meeting. 


C.M. Moss Made Prudential Counsel at Chicago 


C. Malcolm Moss, associate counsel in Prudential’s western home office, Los 
Angeles, has been promoted to counsel and will head the law department of 
the Mid-America organization in Chicago. He began with Prudential in 1934 
in the Chicago mortgage loan office. In 1948 he transferred to the western home 
office as attorney and was promoted to associate counsel in 1951. 

Mr. Moss succeeds J. Edward Day, former Illinois director of insurance. Mr. 
Day, in addition to his duties as associate general solicitor, will assist in the 
operations of a newly-formed planning department at Newark. 


Shenandoah Asks D. C. License Pending Decision 

WASHINGTON—Shenandoah Life, denied renewal of its license in District 
of Columbia by Superintendent Jordan on the ground it has been writing group 
insurance on groups that are not eligible under the district’s insurance law, 
has asked for a summary judgment for reinstatement, pending trial of the 
case on its merits, declaring that lack of the license is doing “irreparable dam- 


age” to its business. Arguments on motions for the judgment will be heard by. 


Judge Bastian in federal district court Sept. 1. The license expired April 30. 
Much of the company’s group business covers associations of federal employes. 
The insurance law, providing that 75% of the employes must be included in a 
policy in order for it to qualify, has been interpreted by the district corporation 
counsel to mean 75% of a particular agency and by the company to mean 75% 
of members of a particular workers’ association, not all necessarily in the same 
agency. 


Manhattan Expands in New Jersey, Arizona 

Manhattan Life has appointed Bart M. Rogers as general agent in Passaic, 
N. J., and has named Lloyd A. Fallers as agency representative for Arizona, 
with headquarters at Phoenix. 

Mr. Rogers has been with Manhattan since 1947 at Westwood, N. J., serving 
as associate general agent there since 1952. He served in the merchant marine 
in the second world war. Mr. Fallers, who represents the life insurance business 
on the Arizona retirement board, will operate on a “brokerage only” basis and 
has no full time agents. He will contact agency heads in Arizona for surplus 
business. He has been with Mutual of New York for 14 years as field supervisor, 
agency organizer, home office trainer, and manager at Phoenix. He is a past 
president of the Arizona Life Underwriters Assn. and Arizona Managers & 
General Agents Assn. 


U.S. Employes Group Life Bill Signed 

WASHINGTON—President Eisenhower signed the bill providing for a con- 
tributory group program for federal and District of Columbia civilian officials 
and employes. Warren Irons, director of the civil service commission’s bureau 
of departmental operations, who is handling arrangements for the commission 
to inaugurate the program, said his recent conference with a group of life in- 
dustry representatives headed by Henry S. Beers, vice-president of Aetna Life, 
was exploratory. Irons said he had given no thought to the make up of the 
policyholders’ advisory council provided for in the act. 


D. D. Edmunds Field V-P of Equitable Society 

Equitable Society has appointed DeSaussure D. Edmunds as field vice-presi- 
dent of the south-central department to replace John A. 
Carr, whose retirement because of illness was reported in 
last week’s issue. Mr. Edmunds, who has been Equitable’s 
manager at Birmingham, Ala., will make his headquarters 
at St. Louis. 

Because of his appointment as field vice-president Mr. 
Edmunds is withdrawing as a candidate for trustee of Na- 
tional Assn. of Life Underwriters. 

Mr. Edmunds was installed at a luncheon at St. Louis 
Tuesday that was attended by Vice-president S. A. Burgess, 
Second Vice-president Harold J. Rossman, and managers in 
the south-central department. 

Mr. Edmunds joined Equitable at Cincinnati in 1925, be- 
came field assistant at Rock Hill, S. C., in 1932, district man- 
ager a year later, and manager at Birmingham in 1946. He 
has been president of the Birmingham General Agents & Managers Assn. and 
vice-president and state director of the Junior Chamber of Commerce. He is a 
CLU and a navy veteran. 

Mr. Carr, who joined the company at Omaha in 1931, became a district man- 
ager in 1932, assistant manager in 1937, manager in 1946, director of south- 
central agencies in 1952, and field vice-president in 1953. 


Lawyers Elect Dempsey at Milwaukee Rally 

James Dempsey of White Plains, N. Y., was elected president of Federation 
of Insurance Counsel at its annual meeting in Milwaukee. He succeeds Kent H. 
Meyers of Cleveland who becomes chairman of the board of governors. 

The new executive vice-president is Gregory Brunk of Des Moines. He is 
general counsel for Homesteaders Life and Webster Life of Iowa. Robert T. 
Luce, vice-president and general counsel of Casualty Mutual of Chicago, was 
reelected secretary-treasurer. 

Named vice-presidents were Clarence Heyl of Peoria, Burt Strubinger of St. 





D. D. Edmunds 


Louis, Philip C. Barth of Buffalo, Norman F. Risjord, vice-president and gen. 
eral counsel of Employers Reinsurance, John Gearin of Portland, Ore., J. Hay. 
ry LaBrum of Philadelphia and Roger Lacoste of Montreal. 

Newly elected to the board were Walter Bjork of Madison, Wis., John c 
Williams of Houston and Ivan Robinett of Phoenix. George Woodliffe of Jacy. 
son, Miss., was reelected. 

At the banquet the federation’s George Henry Tyne award was presented to 
Ray Murphy, general counsel of Assn. of Casualty Surety Companies, for out. 
standing service to insurance during the past year. Mr. Murphy was a Speaker, 

The 1955 meeting will be held at the Sheraton Park hotel, Washington 
Aug. 17-20. 


Name Houston to Board of A&H Agents 

Marion F. Houston, general agent for Washington National at Kansas City, 
has been appointed to the board of International Assn. of A & H Underwri 
to fill the unexpired term of John Dugan, General American, St. Louis, who re. 
signed because of the pressure of work. 

A past president of the Kansas City A & H association and of the Kansas City 
General Agents & Managers Assn., Mr. Houston entered the business in Hutch. 
inson, Kan., in 1923. Appointed general agent in Kansas City in 1928, he origi- 
nally was with a company absorbed by Washington National and remaineg 
with the latter company after the merger. 














eliminating the possibility that some 
agents might feel that they were not 
being treated as favorably as the 
agents of some other company. 


NALU GRATIFIED 


NEW YORK—Speaking for National 
Assn. of Life Underwriters, Counse] 
Carlyle M. Dunaway said that the 
question came up originally because 
home offices needed to know where 
they stood with respect to payment 
of social security taxes on commissions 
paid to their agents, hence American 
Life Convention and Life Insurance 
Assn. of America initiated the request 
for rulings. Mr. Dunaway said the 
Washington staffs of ALC and LIA had 
“discussed the matter with us from 
time to time and think the results re- 
flected in these rulings are entirely 
satisfactory.” Mr. Dunaway said NALU 
was gratified that there will be no 
cumbersome “hours” test or any 
similar requirement that would be a 
burden on the agent’s time. 


Continental Assurance 
Agents Get Timely Report 


on New Federal Tax Law 


The ink of President Eisenhower's 
signature was scarcely dry on the new 
tax law before agents of Continental 
Assurance had in their hands a report 
on the various life insurance impli- 
cations. The companies fortnightly 
publication, On the Level, was devoted 
entirely to an explanation of how the 
new law affects life insurance. 

For some months two company at- 
torneys, Oliver M. Townsend and 
James Redding,’ followed progress of 
the revenue code as it went through 
processes of modification and _ ulti- 
mate passage. Their timely report 
summarized portions of the law most 
vital to the agent and included a con- 
densation of the summary. 


THOMAS I. SHIELDS, 56, director 
of services and supplies of Penn Mu- 
tual, died at Fitzgerald Mercy hospital, 
Philadelphia. 


W. C. BRADEN, 67, national secre- 
tary of Woodmen of the World of 
Omaha, was killed in a plane crash 
near Knoxville, Ia., while enroute to 
the College All Stars-Detroit Lions 
football game at Chicago. A national 
officer of W.O.W. for more than 2 
years, Mr. Braden was recognized on 
one of the nation’s leading fraternal- 
ists. He was a past president of the 
secretaries section of National Fra- 
ternal Congress. 


See SS Rulings on Agents’ 
Status as Fog-Dispellers 


(CONTINUED FROM PAGE 1) 
later, the contract between the agent 
and the company must make this in- 
tention clear. 

This definition is of particular im- 
portance to life agents in connection 
with renewal commissions received on 
business written before age 65 on 
which renewals are paid after retire- 
ment. The agent must pay a social 
security tax on the renewal commis- 
sion but the commission is not regard- 
ed as income earned during the year 
of its receipt, and consequently does 
not operate to push his earnings up 
over the exemption in the social se- 
curity act’s “work clause’’—unless his 
contract specifies that he must perform 
certain services to earn his renewals. 

A special situation in connection 
with renewals applies to business 
written prior to Jan. 1, 1951, by agents 
who were not then in an “employee 
status” with their companies. Such 
renewal commissions are to be re- 
garded as income from self-employ- 
ment and taxed accordingly. Until the 
1950 amendment of the social security 
law made all full-time life insurance 
salesmen employes for purposes of the 
social security act there were only 
about 10 companies that had given 
their agents “employe status” as re- 
spects social security. 

Incidentally, the determination to 
treat renewal compensation on busi- 
ness written prior to Jan. 1, 1951, as 
self-employment income if the agent 
did not have employe status when he 
wrote the business was not requested 
by the life company organizations. 

From a home office bookkeeping 
point of view, the rulings have the 
disadvantage of making it necessary 
for a company, in keeping track of its 
terminated agents, to make deductions 
from their renewal income to cover 
their social security taxes. Some of the 
companies that have already been 
handling the accounts of their ter- 
minated agents in this way have not 
found it such a complicated chore as 
they anticipated but usually the small- 
er the company the more of a problem 
it poses for the accounting department. 

In general, in spite of added work 
that may be entailed for a number of 
companies, the changes are regarded 
in the business as having the advan- 
tage of clarifying borderline cases 
that have been a source of much un- 
certainty. More than that, whereas 
under the system hitherto in force, 
there was considerable variation be- 
tween various field offices of the 
internal revenue service, the new na- 
tionwide regulations set up the same 
criteria for all companies and agents, 














e Prudential has made a $3 million 
loan commitment on the Medical 
Towers Building at Dallas on w 
construction is to start in September. 
The 17-story structure will cost $45 
million. 
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This We Believe 





@ Qualified underwriters are entitled to a 
modern compensation plan that places 


emphasis on 


training and underwriting 


skill. We have such a plan. 


@ Underwriters of quality business should be 
adequately compensated. Our contract 


provides for 


payment of a bonus to our 


representatives who earn the National 
Quality Award. 


@ Our policyowners are entitled to continu- 


ous service, 
entitled to ad 
forming this 


and our representatives are 
equate compensation for per- 
service. Our contract pro- 


vides an important and liberal lifetime fee 
for such service. For more information, 


Write: G. FRANK CLEMENT 





Vice Presid 


ent In Charge of Agencies 








FOR 
THAT 
SPECIAL 
TYPE 
CLIENT 
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* Minimum issue, $10,000. 


* Highly competitive rates. 


* At age 35, a 20-year net cost of 
minus $8.01*. 


* No decrease in commissions. 


* A preferred risk plan that is good 
for you--better for your client. 


$10.00 per month disability may 
be added to this contract. 


*Based on current dividend scale 
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Endowment 

at Age 65 

Protection 

to Age 65 

Double Indemnity 
Death Benefit 


Triple Indemnity 
Death Benefit 





G COMPLETE coverage at 
an extremely LOW rate 


means MORE SALES 
with this EXCLUSIVE 
United Policy 


Non-Cancellable 
Accident Benefit 


Non-Cancellable 
Health Benefit 


Hospitalization or 
Nurse Coverage 


Waiver of 
Premium 


For particulars write WM. D. HALLER, 
Vice President and Agency Manager 


UNITED 


LIFE AND ACCIDENT 
INSURANCE COMPANY 


Concord, New Hampshire 














Bt ee eee Write today for details 
* 


PHILADELPHIA LIFE 


INSURANCE COMPANY 
111 NORTH BROAD ST. 
PHILADELPHIA 7, PA. 




















William Elliott Joseph E. Boettner, C.L.U. 
President Agency Vice President 











R & R MOTION PICTURES 


The R & R has three institutional motion pictures, 16 mm., 
covering the broad aspects of life insurance training, selling 
and supervision and for use with public groups. 

These films are available on rental or purchase basis. Man- 
agers and General Agents find them particularly valuable as 
special feature showing in connection with agency meetings. 
Home Office Agency Executives use the films for company 
convention showings. 

Your irquiries with respect to the three R & R motion 
pictures and their rental or purchase terms are invited. 











1. Training is a reason. It’s a 5 phase (not 2 or 
an 3) training program that’s available to North- 


western Mutual agents. It carries on for 30 full 
months. 


| here are 2. Product is a reason. Life insurance in one of 


the six largest companies with a reputation for 


low net cost is the product that Northwestern 
reasons P 


Mutual agents sell. 


3. Advertising is another. Northwestern Mutual 
agents like the advertising that their company 
does. They use millions of reprints to open doors 
and make sales. 

4. General Agents, too. That Northwestern Mutual 


is known as ‘The Career Company” is largely due 
to the high calibre of its general agents. 
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